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Better Protection—for agent and client 


AVE you failed to take the ultimate step reduced commissions, it wasn’t long before 
to protect your commissions on‘fire risks? these reductions were made up on increases 
Thousands of agents and brokers have al- in Use and Occupancy, Windstorm, Plate 
ready made this portion of their income safe Glass and allied lines. 
and tight against competition. And have 
written a lot of new business into the bargain. 
Here’s how they did it. 


Let Grinnell Company help you protect 
your fire expirations. It is the pioneer and 
leader in installing sprinklers and financing 
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They suggested to every owner of unpro- them out of insurance savings. 


tected property that he put in automauc Grinnell assumes full responsibility for 
sprinklers. They won his everlasting good = every detail. It does not farm out the con- 
will and confidence by explaining that a large struction work to local contractors. Its un- 
part, if not all, of the cost of sprinklers could challenged financial stability is a guarantee 
be financed out of savings in insurance pre- of satisfaction. 

miums. They put an end to the risk of losing 
his business by offering this proposition be- 
fore somebody else did. 
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Read how the sprinklers-for-premiums prop- 
osition has helped agents get ahead. Write for 
the free booklet “The Local Agent and Auto- 

In short, fire protection for their clients matic Sprinklers.” Send the coupon to Grin- 
meant income protection for themselves.. And nell Company, Inc., 256 West Exchange 
while the agent temporarily lost something in Street, Providence, R. I. 


GRINNELL 


AUTOMATIC SPRINKLER SYSTEM 


Cut this out and mail at once 
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Important Facts for Agents 
7 »& 
to Consider re Spri klers 
1 
1. Grinnell Company is not affiliated in any way with ig A ent and Automat 
any insurance office. Local agents may, therefore, freely “ h Local g on request- 
‘ “4 e booklet sent free a 


come to us with any case and be sure that our cooperation 
will help them hold their lines intact. 








2. Grinnell service in engineering and installation is 
national, so that local agents get close personal contact 
with our representatives in all principal cities. 

3. The reputation of The Grinnell System is unques- 
tioned. Local agents may, therefore, urge sprinkler in- 
stallation in the knowledge that performance will match 
their promises. 

4. Grinnell handles the whole undertaking—financing, 
estimating, engineering and installation. 
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OUR earning ability may be 100 horse power, yet, you 
may be developing only 20. It may be caused by terri- 
torial restriction. A general agent may be taking a large por- 
tion of your earnings. It may rest with the service you provide. 


_Perfect Protection is the service designed for the successful 
underwriter. It goes where he goes and commands enthusi- 
astic approval everywhere, for it appeals to the prospect 
who could not be interested in life insurance alone. It is an 
adequate service which does not limit either selling ability 
or earning power—for, beside Perfect Protection, the Reliance 
Agency Contract gives the right of unencumbered commis. 
sions and the freedom of Reliance territory. 


Need one question the Perfect Protection Man’s enthusiasm 


ty? 
One Perfect Protection aay 4 pen and prosperity rT 
for over $600,060" 27 others paid for over Perfect Protection Men are not geared to “snail pace” pro- 


in the entire organisation of over 630 wider gress. Neither is this institution content that its underwriters 
Se ae a Se be other than successful in their profession, representative of 

















Reliance Life and responsive to the opportunities it affords. 





If you are further interested in the Perfec& Protestion Man’s prosperity, write for our booklet, “Perfecd Protection—How and Why.” 
4 - >: x - 


RELIANCE LIFE INSURANCE CO. of PITTSBURGH * FARMERS BANK BLDG., PITTSBURGH, PAs 


Tue Specrator is published every Thursday by The S tor Company, at 185 William Street, New York, N. Y. Entered as second-class matter June 28, 1879 
at the Postoffice, New York, N. Y. under the act of March 8, 1879. Tue Gexcearon, Volume CXVIII. Number III, January 20, 1927; $4.00 per annum. ‘ 
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BUSINESS OF 1926 


Life Company Figures for Past Year 
ADDITIONAL TO PREVIOUS REPORT 


Western and Southern Life Wrote Over 
$205,000,000 New Business—Equi- 
table of Des Moines $83,- 
958,009 
The figures presented below relating to the 
business in 1926 of life insurance companies 
are supplemental to those previously published 
in THE SPECTATOR and in some cases are round 

amounts or preliminary estimates: 

Amicable Life, Waco, Texas.——New paid- 
for business in 1926, ordinary, $7,493,202; 
group, $348,250% insurance in force December 
31, 1926, ordinary, $39,232,604; group, $511,- 
600, assets, $6,646,323; surplus to policyhold- 
ers, $1,640,105; total income in 1926, $1,707,- 
567; total disbursements, $1,252,008. 

Bankers Life of Nebraska, Lincoln—New 
business paid for in 1926, $13,972,582; 1925, 
$12,616,277; insurance in force December 31, 
1926, $117,405,042; 1925, $110,224,380. 

Cedar Rapids Life, Cedar Rapids, Iowa.— 
New insurance paid for in 1926, $3,306,297; in- 
surance in force December 31, 1926, $19,176,- 
772; assets, $2,974,238; surplus, $254,386; total 
income, $718,287; total disbursements, $386,000. 

Central Life, Des Moines, Iowa.—New busi- 
ness paid for in 1926, $32,129,459; insurance in 
force December 31, 1926, $160,801,504; assets, 
$23,224,251; surplus to policyholders, $2,087,- 
841; total income, $6,909,919; total disburse- 
ments, $4,254,282; paid insurance written in 
1926, including paid up additions and revivals, 
$35,822,914. 

Columbus Mutual Life, Columbus, Ohio.— 
New paid-for business in 1926, $20,756,797; in- 
surance in force December 31, 1926, $90,782,- 
983; assets, $9,943,559; surplus to policyholders, 
$1,156,858; total income in 1926, $3,925,631; 
total disbursements, $2,370,351. 

Commercial Life, Kansas City, Mo—New 
paid-for business in 1926, $886,225; insurance 
in force December 31, 1926, $2,184,725; assets, 
$173,548; surplus to policyholders, $71,451; 
total income in 1926, $78,143; total disburse- 
ments, $66,736. 

Crown Life, Toronto.—New business issued 
in 1926, $22,314,509; 1925, $18,566,755; insur- 
ance in force December 31, 1926, $72,442,853. 

Dominion Life, Waterloo, Ont—New busi- 
ness in 1926, $23,206,000 (increase, over $5,- 
000,000). 

Equitable Life, New York.—New group in- 
surance in 1926, $207,000,000; group insurance 
in force December 31, 1926, $817,000,000. 

Equitable Life of Iowa, Des Moines—New 
paid-for business in 1926, $83,958,009; insur- 

(Concluded on page 11) 
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IOWA AUTO BILL 


Secretary of State Drafted Liability 
Insurance Measure 


COMPULSORY FEATURE LEFT OUT 


Security May Be Money, Personal Assets, 
Bond or Regular Indemnity Contract 
Des Mornes, Iowa, January 17.—Secretary 

of State Walter C. Ramsay of Iowa prepared 

an automobile liability insurance bill which 
will be introduced in the Senate and referred to 
the committee on insurance. The measure will 

be sponsored in the Senate by Hon. George W. 

Wilson, and Secretary Ramsay says that the 

bill is to encourage the taking out of automobile 

liability insurance without invoking a compul- 
sory feature. The bill, which is formulated in 
accordance with many of the features advocated 
in the plan suggested by Edward C. Stone, 

United States manager of the Employers Lia- 

bility Assurance Corporation of Boston, and 

which would become effective on January 1, 

1928, is worded as follows: 


An Act to require the giving of security condi- 
tional to pay damages caused by the opera- 
tion of motor vehicles, to fix and declare 
the rights, duties and responsibilities, civil 
and criminal, of the parties concerned, and 
to declare a rule of evidence relative to 
the operation of motor vehicles. Be it 
enacted by the General Assembly of the 
State of Iowa: 


Section 1. Any person who may be ma- 
terially injured in his person or _ property 
through the operation of a motor vehicle, or 
the husband, wife, relative, guardian, employee, 
executor, administrator, agent, or attorney of 
such person, may, without filing fee, at any 
time within ninety days after the occurrence of 
such injury, and in vacation or term time, file 
in the office of the clerk of the district court 
of the county in which the injury was received 
or of the county in which one or more of the 
persons who are alleged to be responsible for 
said injury reside, an application for an order 
which shall require the person or persons al- 
leged to be responsible for said injury to give 
security conditioned to pay any judgment which 
may be recovered because of said injury. 

Sec. 2. Said application shall briefly set 
forth: 

I. The occurrence out of which the injury 
arose. 

2. The general nature of the injuries suf- 
fered by the person on whose behalf the ap 
plication is made. 

3. The name and residence of the person 
who was injured. 

4. The names and residences of all persons 
who it is claimed are responsible for said in- 
jury. 

5. A general allegation that the person in- 
jured was not negligent and that the parties 
claimed to be responsible for the injury were 
negligent on the said occasion, and that such 
negligence was the proximate cause of the in- 


(Concluded on page 20) 
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ARCHIE IN LONE STAR 
STATE 


High Loss Ratio in Texas Partly Due 
to Valued Policy Law 


FIRE COMPANIES LOSE MONEY 


Companies’ Exceptional Supervision Cause 
for Promising 1927 Outlook 
By Lreonarp Woop, Jr. 

When one considers that it is further from 
Texarkana, Tex., to El Paso than from Tex- 
arkana to Chicago, IIl., the tremendous size of 
the Lone Star State can be readily visualized. 
In only eight days, Archibald Agent went from 
Galveston to Dallas and from the latter to El 
Paso, stopping over in these cities to “what’s- 
what” with different agents. His communique 
this week comes form El Paso, where he is 
having himself outfitted with a bullet-proof 
vest prior to his sprint into Mexico: 

“If you want to know how long it takes for 
a train to get some place, just travel through 
Texas. There are some corking trains, to be 
sure, but—well, it’s just like being ill in bed 
and having to look out at the same backyard 
day after day. Not so complimentary, I real- 
ize, and not wanting anybody’s feelings hurt, 
let me say before the pot boils over that Texas 
has some very progressive cities. They even 
have the skyscraper complex! 

“However, the fire insurance companies still 
have ‘the privilege of paying losses. The rates 
are made by the State Fire Insurance Commis- 
sion. Three men, political appointees, are on 
this commission, and they have plenty of diffi- 
culties to contend with, as their supervision ex- 
tends over a State presenting so many differ- 
ences. They have to work on an anti-discrim- 
ination theory and keep a level of rates for 
both North and South Texas. South Texas 
has always been profitable, while North Texas 
has not been. This condition has resulted ia 
the encouragement of excess commissions in 
the Southern part of the State. The commis- 
sion scale is a graded one of 15-20-25, except 
in the case of excess commission companies, 
which, in the words of a well-known agent, 
‘have as many scales as they have agents.’ 
Naturally, this condition creates quite a bit of 
dissatisfaction. 

“During the last two years, a whole flock of 
new fire companies has been started. Exactly 
why, with business as it is, nobody seems to 
know; but the explanation for this can be 
found, according to several old established gen- 
eral agents, in the old adage, ‘Fools rush in 
where angels fear to tread.’ The latest fig- 
ures show that there are 224 stock fire insur- 
ance companies, 42 mutuals and 20 county mu- 
tuals operating in Texas. * * * The oper- 

(Concluded on page 17) 
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ee column seems to be getting a lot of 
sports news. We now have Darwin P. 
Kingsley, Jr., son of the president of the New 
York Life Insurance Company, looming up as 
a finalist in the metropolitan amateur squash 
tournament. He won three notable victories to 
arrive as a finalist. The life insurance crowd 
seems to be athletically inclined, which is as it 
should be. 
* * * 
NOTHER entry from the sporting class is 
Mary K. Browne, the famous woman ten- 
nis player of Los Angeles, who has announced 
her connection with the William H. Carter 
general agency in Los Angeles of the Centra] 
Life Assurance Society of Des Moines. 
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HE Northwestern National Life Insurance 
Company was awarded first prize in Min- 
neapolis in the Christmas decoration contest 
conducted by electrical interests in that city. 
The prize was awarded for the most beautiful 
decorative display on any building in the busi- 
ness district during the holiday season. 
ee 
EXT to the recent dinner of the Blue 
4% Goose in New York the speechless ban- 
quet of the Indiana Insurance Day festivities 
ought to be one of the most interesting events 
of the season. A banquet is often a most en- 
tertaining affair right up to the time for the 
speech-making to begin. Much too often the 
following moments (or hours) are excessively 
boring. The committee in charge of the In- 
diana banquet is to be congratulated upon its 
fortitude and the attendants upon the opportu- 
nity they have for really enjoying themselves. 
The opportunity to absorb plenty of ideas con- 
cerning the insurance business will be given 
during the day, as the list of speakers contains 
some very eminent names. 
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RATHER unique idea has been inaugu- 

rated in Conmutopics, the house organ of 
the Connecticut Mutual Life Insurance Com- 
pany. We have received an advance proof of 
a page from a forthcoming number of this 
publication which amounts to an advertisement 
for the insurance trade journals. Stating that 
there are over sixty such in the life insurance 
field, the “ad” goes on to point out that from 
such a list any agent can find some to suit his 
needs. Subscription to one or more is strongly 
urged (I'll recommend one any time). A cut 
accompanying the “ad” shows an agent seated 
at his desk receiving insurance journals among 
his mail and makes the whole page attractive. 

ey 


HAVE not checked up to find out just 

where the Edward A. Woods Company of 
Pittsburgh stands in the list of life companies, 
but it must be away up. $135,000,000 in one 
year is quite a record for a general agency. It 
will be quite a few years before anyone beats 
it but Mr. Woods. 
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* his talk made to the Executives’ Club of 
the National Surety, New York Indemnity 
and allied organizations, Chairman William B. 
Joyce said a great many things which will be 
found on another page of this paper. Not in- 
cluded there, however, are a few words of his 
which bear on the quality of human gratitude, 
particularly in business. Dealing with the re- 
forms he instituted, the Dean of Surety said: 
“Those most vitally affected and benefited have 
not even been generous enough to offer me a 
cigar.” 
x ok Ox 
T that dinner, Mr. Joyce made a predic- 
tion regarding the New York Indemnity 
when he said: “The day will come when it 
will be the most strikingly successful company 
in the business. And it will be during my life, 
too.” 
x * * 
MONG those called upon to speak at the 
Executives’ Club banquet was John A. 
Cochrane, vice-president in charge of the for- 
gery bond department of the National Surety. 
Instead of talking himself, he asked the lead- 
ing producers in contests for new business in 
his division to stand and be recognized. They 
were: J. C. Murphy, New York; J. W. 
McKee, Dallas; B. M. Claskey, Pittsburgh; M. 
U. Roberts, New York; L. E. Reinhardt, Chi- 
cago, and E. E. Dantonet, Chicago. 
x ok Ok 


epee while I’m on the subject of dinners, I 

may as well tell you that John L. Mee, 
vice-president and superintendent of agents for 
the National Surety, recently watched Mrs. 
Mee give a dinner party at the Forest Hills 
Inn in their home town of Forest Hills, Long 
Island. The guests were all personal friends 
of the Mees and it was in no sense a business 
affair. My only reason for mentioning it here 
is that I was fascinated by the ease with which 
Mrs. Mee, a young lady of much charm, made 
people feel “at home”; and also because I saw 
Tom Bean, Ed. Allen, “Woody” Woodcock 
and Howard Osborne at intervals around the 
decorated table. 

oe we 

OT all duck hunters'on Long Island are 

men. In proof of that is the fact that 
Miss “Bee” Bogert, daughter of the redoubt- 
able Sam Bogert, general agent in Nassau 
county, N. Y., went out for this type of 
feathered game the other day and succeeded in 
bagging three. I understand it was her first 
experience with ducks, but apparently her 
marksmanship is as good as her golf. If Sam 
doesn’t watch his step, daughter’s accomplish- 
ments will overshadow his fame as an expo- 
nent of “The Great American Game.” 

+ he 


HE New York Law Review says that 

advertisements requesting the return of 
stolen property under the promise that there 
will be “no questions asked” are deplorable. 
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¢¢ A CUSTOM loathsome to the eye, hate- 
ful to the nose, harmful to the brain, 
dangerous to the lungs, and the black stinking 
fume thereof nearest resembling the horrible 
Stygian smoke of the pit that is bottomless.” 
A king said the above, as he placed his hands 
on his hips and gave a package of Lucky 
Strikes a Greenwich Village look. The king 
was none other than Jimmie the First. 
However, Jim’s condemnation was but mere 
words: In Russia, during the seventeenth 
century, smokers’ noses were cut off. * * * 
If such were the penalty to-day, wouldn’t the 
girls look sweet with their hear, dresses and 
noses cut short! 
* * * 
READ that in England now there are 
smoking suits for women (which incident- 
ally must make James the First turn over in 
his grave). A fellow scribe describes the smok- 
ing suit in a manner that makes me willing to 
bet a good coca cola that at least he has a 
brother in the cloak and suit business. So, in 
the words of Madame Aloysius this suit is 
“the swellest, newest, up-to-datest thought in 
gowns, all the rage in London and finding its 
way here. This little thought”’—who'd a 
thunk a dress would be called that ?—“consists 
of velvet knee breeches, buckles at the knee 
with diamond ornaments; skirt blouse of 
pleated ivory georgette; sleeveless coat de- 
signed on most becoming lines and banded with 
sable colored fur. Price $100.” * * * My 
thoughts after writing this are worth more than 
a $100 per. Oh, Little Lord Fauntleroy! 
oe 58S 8 


AY out in the Philippines, where the 
carabaos in the rice paddies still call 
to all who have ever been in the old P. L, 
there was a big fire last week. The conflagra- 
tion swept the native section, known as the 
Tondo quarter, of Manila, destroying 1500 
houses and rendering 5000 homeless. Probably, 
very little insurance money was lost, as the 
flimsy structure of the houses there make them 
bad risks—bad risks topped off by none too 
good a moral hazard. 
* * Ox 


New for a Chicago hold-up! This is taken 

from Fire Engineering and in reading it, 
you will learn just what is the last word in 
advertising: “Perhaps applying the artistic 
display on the yellow slickers of many of the 
‘college boys’ on a commercial basis, a number 
of business men of Carrington, N. D., have 
furnished black rubber coats to the fire de- 
partment. Each coat bears an advertising 
legend”—for instance, You Just Know She 
Wears ’Em—’in white paint, and since the 
cost of the coat is $5.50 each, and judging 
from the large number of people that turn out 
at fires, the advertising medium is indeed a 
good one.” * * Can you visualize a fireman 
wearing a slicker on the back of which is “The 
Skin You Love to Touch.” 
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OF CRIME AND CREATOR 
OF CRIMINALS” 

HAT the social and economic prob- 

lems of crime may be traced to the 
“fence,” the receiver of stolen goods, and 
that the apprehension and punishment of 
this individual would go far toward solv- 
ing the whole question are the main argu- 
ments advanced in the report of the 
Prison Committee of the Association of 
Grand Jurors of New York County, just 
released. The report of the committee, 
which is headed by Robert Appleton, is 
entitled “Criminal Receivers in the 
United States” and is made to the New 
York and Federal crime commissions, the 
National Commissioners on Uniform 
State Laws, the Trade Relations Commit- 
tee of the United States Chamber of 
Commerce and the Association of Cas- 
ua'ty & Surety Executives. 

Great as has been the work done by the 
Prison Committee in its prior reports on 
the Prison Parole System and on Bail 
Bond Abuses, it is overshadowed by the 
present detailed compilation of facts and 
figures showing the “fence” in his true 
light as a menace to society and to insur- 
ance interests. In its editorial columns 
for November 25, 1926, THE SPECTATOR 
promised information and data along this 
line which would be of real value to 
burglary insurance underwriters and the 
results of its investigation are noted in 
the report of the Prison Committee, to- 
gether with the research in this field car- 
tied out by daily newspapers of Greater 
New York. 

The report stresses the need for a basic, 


“SOURCE 


drastic law for dealing with the “fence” 
and recommends many specific reforms 
through new laws and suggested amend- 
ments. It would put upon the possessor 
of stolen goods the burden of explaining 
how he acquired them; it would extend 
“diligent inquiry” to apply to the buying 
of merchandise and materials of all kinds; 
it would regulate the traffic of itinerant 
vendors and cash buyers as done in the 
Illinois laws on the subject; it would de- 
mand proper bookkeeping methods on the 
part of buyer and seller, auctioneers, 
second-hand dealers and others; and it 
would make suspended sentences and pro- 
bation impossible for convicted “fences.” 
The report is of such value and im- 
portance that those sections of it which 
relate particularly to insurance will ap- 
pear in continued article form in succes- 
sive issues of THE SpecrarTor, the first 
instalment being printed on another page 
this week. 

The document explains the operation 
of merchandise frauds and estimates 
losses from this source at $500,000,000 a 
year ; credit frauds are said to be respon- 
sible for a yearly loss of $265,000,000; 
robbery, theft and hold-up add $100,000,- 
000 to the total; and the annual burglary 
loss is placed at $525,000,000. Fraudu- 
lent bankruptcies account for a yearly ag- 
gregate loss of $400,000,000 and the bill 
to the nation, because of the operation 
of the “fence” and the bandit gangs he 
directs, mounts to a staggering sum. De- 
lineating the “fence,” the report says: 
“The twentieth century ‘fence’ is no fugi- 
tive Fagin, no shabby Mother Mandel- 
baum, but a resourceful operator, with 
connections both in the underworld and 
in the realm of seemingly honest business. 
He employs every known device to cam- 
ouflage his calling.” 

It is pointed out that, in New York 
city, smelters and refiners of precious 
metals are the only licensed second-hand 
dealers not required to keep books of ac- 
count of their purchases, and for this 
reason it is easier to trace the sale of junk 
than that of gold, silver or platinum once 
it has been melted. This condition per- 
mits a quick and profitable outlet for 
stolen precious metals and the Prison 
Committee would remedy this by apply- 
ing the laws of Virginia and Colorado 
to New York as far as they cover the 
point. 

Throughout the Prison Committee’s 
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report runs a strong note of warning 
against the “fence” and all his “works 
and pomps.” No mere criticism is of- 
fered, but a sensible portrayal is given of 
a condition vitally affecting the economic 
life of the nation. Not content to be 
simply photographic, the report suggests 
remedies for adoption in New York 
which might well benefit other States and, 
by the far-reaching nature of its findings, 
performs a civic service that public au- 
thorities, individuals and insurance com- 
panies cannot afford to ignore. 





RECURRENCE of influenza in 

some parts of Europe, together with 
an increase in the number of cases in some 
cities in this country when compared with 
the number a year ago, is causing health 
authorities to exercise unusual precau- 
tions to avoid another epidemic of that 
much-feared disease. Thus far there is 
little reason to believe that a repetition 
of the severe epidemic of 1918 will occur 
in this country, especially as medical men 
and the people at large have received due 
warning ‘of the possibility of another 
wave of sickness from this dread disease, 
and will doubtless be particularly careful 
to forestall serious illness by using rem- 
edial measures promptly following the 
first sign of a cold or other sickness. 





REPEAL OF ROBERTSON LAW URGED 
Bill Introduced in Texas Would Not Ob- 
viate Back Taxes 
Austin, Tex., January 17.—Repeal of the 
Robertson Insurance Law is proposed in a bill 
introduced in the legislature Monday by Rep- 
resentative G. R. Lipscomb of Fort Worth. 
This is the law which has been on the statutes 
of Texas for nearly 20 years and provides 
that all of State life insurance companies 
shall invest 75 per cent of their legal reserve 

on Texas business in Texas securities. 

It resulted in 21 of the leading life insur- 
ance companies doing business in Texas at 
that time to withdraw from the State. Among 
the larger companies that withdraw were the 
New York Life and the Equitable Life, while 
a few of those that withdrew have since re- 
turned to the Texas field, efforts have been 
repeatedly made. by these big companies to 
return, but they refused to pay the back taxes 
and penalties due the State which now run 
into the millions. The Lipscomb bill provides, 
however, that the companies that left the State 
owing back taxes and penalties shall be re- 
quired to pay such taxes and penalties before 
they are again permitted to enter the State. 
With the repeal of the act, the field will again 
be open to all life insurance companies to come 
back to Texas without having to make any 
investment in Texas securities. 
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TRAVELERS’ MANAGERS IN SESSION 
Plans for 1927 Being Discussed in Four- 
Day Conference 

The annual conference of branch office man- 
agers of the Travelers Insurance Company and 
its two subsidiaries throughout the Unitd States 
and Canada, with home office executives opened 
in Hartford, Tuesday morning, in the main 
assembly room of the organization in the Grove 
street building. 

Approximately 250 branch office managers 
were in attendance, some coming from points 
as far distant from Hartford as Los Angeles, 
Dallas, Jacksonville, Vancouver, British Co- 
lumbia and Halifax, Nova Scotia. 

Sales and other plans for 1927 furnished the 
main topic for the sessions, which will continue 
until Friday. 

The opening meeting was addressed by Pres- 
ident Louis F. Butler, Major HW. A. Giddings, 
superintendent of agencies for the casualty 
jines; H. H. Armstrong, superintendent of 
agencies for the life, accident and group de- 
partments, and Vice-President Robert H. Wil- 
liams of the Travelers Fire Insurance Com- 
pany. 

Following the initial session the managers 
divided into three groups—life, casualty and 
fire—for departmental business sessions this 
afternoon and on the morning and afternoon 
of Wednesday and Thursday. The casualty 
meetings are in charge of Major Giddings, the 
life sessions in charge of Mr. Armstrong, and 
the fire discussions are being led by Vice-Presi- 
dent Williams. 

The conference closes Friday morning with 
another joint meeting, following which many 
of the managers will leave for their respective 
homes. 

A banquet will be given Thursday night at 
the Hartford Club.in honor of the visiting man- 
agers. 


Scranton Life and Western Empire Join 
Sales Research Bureau 

The executive committee have approved the 
application for membership in the Life Insur- 
ance Sales Research Bureau of the Scranton 
Life Insurance Company of Scranton, Penna.. 
and the Western Empire Life Assurance Com- 
pany of Winnipeg, Canada. The Scranton Life 
has had a steady growth under the direction of 
the late J. S. McAnulty, who died last year. W. 
P. Stevens former vice-president is now presi- 
dent of the company and will serve as the 
bureau contact. The company was organized 
in 1900. 

The Western Empire Life Assuarnce Com- 
pany was organized in 1912 and operates 
entirely in Western Canada. William Smith, 
president and general manager, will serve as 
the Bureau contact. 

The Bureau begins what promises to be by 
far its most successful year with the largest 
membership in its history. Its member com- 


panies are located in all sections of the coun- 
try, from the Atlantic to the Pacific, from the 
Gulf through Canada; and its services are in 
increasing demand by the managements of large 
and small companies in the United States and 
Canada. 


COURSE IN TRUST COMPANY CoO- 
OPERATION 
Hart and Eubank Announce Program for 
Series of Lectures 

It was announced last Thursday that Hart 
and Eubank and the Guaranty Trust will give 
six lectures in its courses in co-operation be- 
tween trust companies and life insurance com- 
panies. Already there is an enrollmnt of more 
than three hundred to attend these lectures, 
which begin Thursday, January 20, and end 
Thursday, March 31. The speakers and their 
topics are: January 20, M. P. Callaway and 
L, A. Mershon, of the Guaranty Trust, “What 
a Trust Company Is and Does”; February 3, 
Edward A. Woods, of Pittsburgh, “Creating 
and Conserving Estates’; February 17, Earl 





G. Manning, of Boston, “How to Sell Life 
Insurance Through Trust Company Co-opera- 
tion”; March 3, Mansur B. Oakes, of Indian- 
apolis, “How to Increase Your Life Insurance 
Commissions by Co-operating With Trust Com- 
panies”; March 17, Abner Thorp, Jr., of Cin- 
cinnati, “Successful Methods New Being Used 
to Sell Life Insurance Through Trust Com- 
pany Co-operation,” and March 31, John A. 
Reynolds, of the Union Trust Company, De- 
troit, “How Can a Life Underwriter Co-oper- 
ate With a Trust Company and Make Money 
Doing It?” Hart and Eubank and the Guar- 
anty Trust Company conducted a similar course 
before the holidays, nearly all of whom at- 
tended belonged to the Hart and Eubank staff. 
The present course is open to the public. 
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Millions to 
Policyholders 


While it 1s admittedly the first duty of an insurance 
company to pay claims, there are other obligations 
and considerations and The Prudential has been a 


An example of this zealous re- 
gard for the policyholder is found 
in the dividends to be disbursed 


its Industrial branch alone, a 


$31,300,000 


Not only does this disbursement reflect the extremely 
favorable experience The Prudential has had during 
1926, but it 1s the greatest sum ever distributed 
as dividends to policyholders in a single year © 
by any industrial insurance company. 


Insurance Company of America 
EDWARD D. DuFFIELp, President 
Home Office, Newark, New Jersey 
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LIFE INSURANCE 





LIFE INSURANCE AND 
DEMOCRACY 





Darwin P. Kingsley in Address Be- 
fore Inspectors and Managers 





MUTUAL LIFE COMPANY 
PERFECTION 


NEARS 





Would Change New York Insurance Law 
to Give Large Policyholder of Mutual 
Company More Votes Than 
Smaller One 
In address recently delivered before a meet- 
ing of inspectors and agency managers of the 
New York Life Insurance Company, Darwin 
P. Kingsley compared the institution of life in- 
surance with the Government of the United 
States in terms of democracy and found the 
former more truly representative of democracy 
than the latter. In one respect he found a dis- 
crepancy to remedy for which he recommends a 
change in the New York insurance law dealing 
with mutual life insurance companies. At that 

point he said: 


_Unfortunately the underlying philosophy of 
life insurance is disregarded in the same way 
by the laws of New York which direct the cor- 
porate control of mutual companies. Here we 
revert again to the dictum of equality in power. 
The holder of a policy of $1000 is in the elec- 
tion of directors just as powerful as the holder 
of a $100,000 policy. 

Frankly, if I could change that, I would. I 
would give a vote to each policyholder, insured 
for any sum up to $5000, and another vote for 
each additional $5000. Under that plan, the 
small policyholder would vastly outnumber the 
larger, and outmeasure his voting strength, but 
the increased power of those insured for larger 
sums would not only be in harmony with the 
philosophy of the enterprise and in the interest 
of obvious justice but it would constitute a con- 
servative influence that might in periods of ex- 
citement or hysteria serve a wise purpose. The 
dictator hovered just beyond our horizon about 
twenty years ago. He may appear again. 

His address hinged largely upon his views 
of the Jeffersonian dogma which, as stated in 
the Federal Constitution, is founded upon the 
Principle that “all men are created equal.” 
After offering evidence tending to prove that 
all men are not created equal he goes on to 
submit an outline of an electoral test somewhat 
similar to the tests which must be passed to 
secure a life insurance policy. Offering proof 
of the perfect democracy of life insurance, he 
Says: 

A mutual life insurance company is the only 
perfect democracy in the world, if perfection 
can be claimed for anything human. Here 
ability, integrity, the power to think, a sense 
I responsibility, the actual value of men’s 

odies, minds and morals, find correct expres- 
sion under sound relations between man and 
man. A mutual company expresses in its con- 
tracts such part of the capacity, character and 
Civic value of the individual as he may desire 
to express, except that such expression must not 
an over-statement of value, and if it ap- 


pears that a man really is worthless he can get 
no contract whatever. Men are equal here in 
the only rational way, viz., that, whatever their 
merits, they shall be scrupulously valued, reg- 
istered and guaranteed, for the poor equally 
with the rich. 

The whole fabric of a mutual company 
almost shouts the self-evident truth that men 
are created unequal; and yet, paradoxical as it 
may seem to those who believe in the Jeffer- 
sonian dogma, mutual life insurance, denying 
the natural equality of men. denying the truth 
of Jefferson’s declaration, has created a true 
democracy, a democracy of which our fathers 
dreamed, for which they fought, within which 
the right to life, liberty and the pursuit of hap- 
piness cannot be invaded. 

The contrast between Jefferson’s dictum, 
with its disregard of the unequal values of men, 
resulting in the confusion and injustices of 
present-day democracy, and the law of mutual 
life insurance, with its scrupulous evaluation 
of men resulting in order, justice, truth, equity 
and enormous conservatism, is startling. It 
drives us to the conclusion that to establish 
justice and ordered society, to establish our un- 
alienable right to life, liberty and the pursuit 
of happiness, men must be valued at what they 
are worth, in government as well as in life in- 
surance. 

Can we say that such evaluation is absolutely 
necessary in life insurance, but is not necessary 
in government? Can we say that there is some- 
thing about our Government, the greatest busi- 
ness organization in the world, that makes 
scientific principles in its fundamentals unneces- 
sary? If so, can anyone tell me what that 
“something” is? Shall we not rather say that 
life, liberty and the pursuit of happiness can 
no more be achieved by a mouth-filling political 
formula than money can be made sound by po- 
litical fiat? 


EDWARD A. FERGUSON DEAD 
Veteran General Agent at Chicago of Union 
Central Passes Suddenly 
Edward A. Ferguson, general agent of the 
Union Central Life Insurance Company, of 
Cincinnati, in Chicago for thirty years, died at 
his home on Saturday, January 15, after a 
lingering illness which had kept him from ac- 

tive work for many months. 

Almost at the moment of Mr. Ferguson’s 
death, his colleagues attending the conference 
of Union Central managers at the home office 
in Cincinnati were drafting him a message of 
congratulation upon his thirty years of service 
at the head of the Chicago Agency. 

Mr. Ferguson was 65 years old, and had been 
identified with the institution of life insurance 
for 41 years. He first signed a contract as 
manager for the Union Central in 1897, and 
it had been planned to celebrate his thirtieth 
year in Chicago with appropriate honors and 
ceremonies. 

When Mr. Ferguson took charge of his 
agency in 1897, the Union Central had $r00,- 
000 of insurance in force in the Chicago dis- 
trict. At the time of his death it had grown 
to the neighborhood of $90,000,000, and for 
many years Mr. Ferguson’s agency was among 
the first three of the Cincinnati company in 
point of production. 


TO BROADCAST PLAY 


“The Roof Check” to Be Produced for 
WRNY 


THRIFT WEEK PROGRAM 
Work of William A. Searle Was First 
Shown at Atlantic City Convention 

For the first time in history a life insurance 
play is to be broadcast. The vehicle selected 
is The Roof Check, written for the National 
Association of Life Underwriters Convention 
in Atlantic City last September and produced 
at that time. It has now been rewritten by 
the author, William A. Searle, assistant to the 
National Association president, for radio pro- 
duction. 

It is to be broadcast beginning at 10:35 
o’clock (Eastern Standard Time), Friday 
evening, January 21, from Station WRNY of 
the Experimenter Publishing Company in New 
York city over a wave length of 373.8 meters 
and 802 kilocycles. In preparing the play for 
air production the author is having the assist- 
ance of Mr. Isaacson, the program director of 
WRNY. 

A cast of wellknown professional actors has 
been secured to handle the play under the 
direction of Eleanor Wells of New York. Miss 
Wells herself will play the part of the carefree, 
thriftless Nita. Associated with, and support- 
ing Miss Wells, are the following: William 
Perry Adams, a nephew of Maude Adams, who 
directed John Barrymore’s production of 
“Hamlet” in London, playing the part of 
George Ellsworth, Nita’s husband; Geneva 
Harrison, who last season had important roles 
in “Polly” and “Shelter” at the Cherry Lane 
theater, who will play the part of Nita’s sister, 
Mary; Boyd Clark, a popular leading man in 
stock and a player last season in “Caught,” 
who has the part of Mary’s husband, Sam; 
Richard Bowler, this season’s leading man in 
“The Enemy,” who will portray Mr. Layton, a 
life underwriter, and Maude Durand who ap- 
peared both in the original production and the 
recent revival of “The Jest.” 

The play, The Roof Check, is part of an 
hour’s program devoted to Thrift, beginning at 
10:15 p. m., January 21, which is being 
arranged by the National Thrift Committee of 
the International Y. M. C. A., in cooperation 
with the National Association of Life Under- 
writers. Two ten-minute talks will precede, 
and one follow, the play; one by K. C. Klinck, 
trust officer of the Chatham & Phenix National 
Bank of New York, on “The Importance of 
a Bank Account to Young People’; one on 
“Saving for a Home,” by S. C. Leach, president 
of the Long Island Real Estate Board, and 
the third by Howell T. Manson, president of 
the Dollar Savings Bank, on “Putting Your 
Savings to Work.” 
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Home Office Building of the In- 
ter-Southern Life Insurance 
Company, Louisville, Ky. 
Owned by the Company. 


ESTABLISHED - 


GAR8 ATER 





INTER-+SOUTHERN 


ALIVE! 


To the TREMENDOUS 
POSSIBILITIES in the 
Field of Life Insurance 


HOSE in the field must have 

been impressed, as we be- 
hind the lines have been, by the 
great development occurring in 
life insurance during the past 
several years. 


This development is reflected 
not only in statistics showing 
an unprecedented amount of 
insurance as being written, but 
also in the changed attitude of 
the average individual toward 
the subject, and by the keen, 
successful type of business man 
who is being attracted into the 
field of competition. 


To the improved ability of life 
insurance companies to both 
anticipate and provide for the 
needs of the public, much of the 
recent progress may be ascribed. 


The service of insurance has 
broadened. It has become an 
accepted and necessary utility. 
No longer is it looked upon with 
apprehension and dread. It is 
now employed for its construc- 
tive value. 


It is too much to think that 
insurance has already reached 
its ultimate end; that it has be- 
come perfected and standard- 
ized. The future will see many 
changes as insurance gradually 
and constantly increases in ways 


CAREY G. ARNETT, President 
INTER-SOUTHERN LIFE INSURANCE CO. 


LOUISVILLE - 


19955 - IN - 







of application, and in value to 
the public. 


That the Inter-Southern Life is 
alive to the changing conditions 
in the life insurance field; that 
it appreciates the opportunities 
of the future; and that it realizes 
that full attainment of these 
opportunities necessitates con- 
stant improvements in service, 
is indicated by its recent oper- 
ations. 


New Methods of business coop- 
eration between home office and 
field department; a new type of 
service for and to the repre- 
sentative; new policies, devised 
to meet modern-day needs; en- 
larged facilities for handling 
group transactions; alert and 
trained management seeking 
every opportunity to broaden 
and improve the Company's re- 
lations with its field staff and 
with the public—show how 
soundly the Inter-Southern Life 
is preparing for the future, and 
helping its agents profit to the 


fullest by the great possibilities 


that exist. 


To men who share our vision, 
and who gauge a connection by 
its future worth as well as by 
the present, we cordially invite 
correspondence. 


KENTUCKY 


Capital, Surplus and Reserves for Protection of Policyholders, $11,806, 168.68 
Insurance in Force over - - - « - - 


° $110,000,000.00 
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UNION CENTRAL’S MEETING 
Managers and General Agents Convene at 
Home Office 
CINCINNATI, O., January 15.—The third an- 
nual Conference of Managers and General 
Agents of the Union Central Life, held at the 
home office on January 14 and 15, drew sev- 
enty-five agency chiefs, representing 44 States 
out of the company’s country-wide field force. 
“Agency Planning” and “The Education and 
Training of Agents’ were the themes of the 
gathering, taken up on all sides and from all 
angles both by officers of the company and 

managers and general agents. 

Principal speakers were: President John D. 
Sage of the Union Central; Superintendent of 
Agencies Charles Hommeyer; Jerome Clark, 
assistant superintendent of agencies; James 
A. Fulton, vice-president of the Conti- 
nental American Life of Wilmington, Del.; 
R. J. Williams, director of education of the 
Union Central; James Elton Bragg, Union 
Central manager in Philadelphia, and Frank 
M. See, manager in St. Louis, and Dr. Wil- 
liam Muhlberg, medical director. 

Mr. Sage reviewed and commented upon the 
gains made in nearly all departments of the 
Union Central in 1926, noting particularly that 
the company’s agency force piled up $190,000,- 
000 of new business (including revivals and ad- 
ditions), the largest amount ever put on the 
books by the Union Central in a 12-month pe- 
riod, and exceeding the previous peak record 
of 1925 by $3,000,000. This, he said, gave the 
company a total business in force of $1,324,- 
528,000. 


COMES TO HOME OFFICE 
Russell S. King to Take Charge of Field 
Service for Manhattan Life 
The Manhattan Life Insurance Company an- 
nounces that Russell S. King has been trans- 
ferred from Chicago, Ill., as general agent, to 
the home office as superintendent of field ser- 
vice, in charge of training and developing the 

agency force. 

Mr. King has had a very wide experience in 
this type of work, having been associated for 
four years with both Mr. Lovelace and Mr. 
Rockwell in their school work, assisting in the 
schools at St. Lowis, Buffalo, Kansas City, 
Houston, Des Moines and Chicago. Before go- 
ing to Chicago Mr. King was associated with 
a Southern company training its men. He has 
made a special study of case analysis” and 
programming and is much in demand as a 
speaker on this subject both before under- 
writers’ meetings and company conventions. 
He has been on the programs of the last two 
annual meetings of the National Association of 
Underwriters at Kansas City and Atlantic City. 

Mr. King has had four years’ experience in 
the field as a personal producer and understands 
the fieldman’s problems and his teaching work 
has been marked by its practical adaptability 
to the daily work of the average producer. 


B. L. Talley Heads Home Friendly of 
Baltimore 
Last week B. Leo Talley was elected presi- 
dent of the Home Friendly Insurance Com- 


pany, of Maryland, filling the vacancy. caused 
by the death of George A. Chase. Mr. Talley 
is a member of the Baltimore Life Under- 
writers Association and the Insurance Society 
of Baltimore. 


LEADS ETNA LIFE AGENTS 
J. S. Maryman Writes Over Two Million 
in 1926 

Littte Rock, Ark., January 17.—By selling 
$2,018,000 worth of life insurance in 1926 Joe 
S. Maryman, connected with the Gordon H. 
Campbell agency of the A®tna Life Insurance 
Company, upheld his four-year record of sell- 
ing more than $1,000,000 a year, and has estab- 
lished a record among all the 9333 A<tna agents 
throughout the country, according to officials 
of the agency here. 

“Not only does Mr. Maryman’s sales figure 
for the past year far surpass the amount of 
insurance ever sold in Arkansas by any agent, 
but it also places him in the lead over all 
agents connected with the A<tna all over the 
United States,” Mr. Campbell said. “This new 
record comes on top of Mr. Maryman’s con- 
tinouus leadership in Arkansas insurance sell- 
ing for the past four years, which naturally 
makes us all the more proud of his accomplish- 
ment.” 

The Campbell agency has announced that its 
total sales for last year exceeded $15,000,000 
of paid-for life insurance. This amount gives 
the Campbell agency first place among the 
Arkansas companies in 1926, according to 
executives of the agency. 


ADVANCEMENTS BY METROPOLITAN 
LIFE 
M. W. Torrey Made Third Vice-President 

—Earl O. Dunlap Is Assistant Actuary 

Haley Fiske, president of the Metropolitan 
Life Insurance Company, announces the ap- 
pointment, by the board of directors of the 
company, of Morris Whittemore Torrey as 
third vice-president, and of Earl O. Dunlap as 
assistant actuary. 

Mr. Torrey was an assistant secretary in 
charge of the reinsurance division and will 
continue that work with added duties. Mr. 
Dunlap has been in charge of the work of 
liquidating and settling the policies of the 
Pittsburgh Life and its assumed companies, the 
business of which was taken over by the 
Metropolitan Life at the request of the Insur- 
ance Commissioners of New York and Penn- 
sylvania, after the assets of the Pittsburgh 
company had been impaired. 


INDIANAPOLIS LIFE PROMOTIONS 
A. L. Portteus Made Treasurer—J. C. Cap- 
erton Is Second Vice-President 
A. Lee Roy Portteus, formerly cashier of the 
Indianapolis Life Insurance Company of In- 
dianapolis, has been elected treasurer of the 
company. J. C. Caperton, formerly agency 
manager, has been elected second vice-presi- 

dent and agency manager. 
Other promotions included the advancement 
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GENERAL AGENCY RESULTS 


' Edward A. Woods Company Wrote Over 


$135,000,000 

Dr. Charles E. Albright, Milwaukee, Wis. 
(Northwestern Mutual Life)—(Years ending 
June 30)—1926, $3,055,560; 1925, $2,833,000; 
1924, $2,205,000; 1923, $2,427,000; 1922, $2,100,- 
000. 
Franklin G. Allen, Philadelphia, Pa. (Con- 
necticut Mutual Life)—1926, $2,160,720; 1925, 
$1,798,980; 1924, $1,916,940; 1923, $2,083,140; 
1922, $2,112,830. 

W. P. Averett, Lexington, Ky. (Mutual 
Benefit Life)—1926, $2,148,991; 1925, $1,582,- 
500; 1924, $2,092,680; 1923, $1,704,000; 1922, 
$1,622.320. 

D. M. Baker, Jr., Los Angeles, Cal. (Pacific 
Mutual Life)—1926, $3,000,000. 

De Forest Bowman, Chicago (Bankers 
Life, Des Moines)—1926, $6,015,362; 1925, 
$6,887.219. 

John Bullard, Detroit, Mich. (Reliance Life) 
—1926, $3,454,478; 1925, $2,922,923; 1924, $2,- 
408,928 ; 1923, $2,935.930; 1922, $1,844,000. 

Ralph L. Colby, Indianapolis, Ind. (Frank- 
lin Life)—1926, $870,170 (written); 10925, 
$680,920; 1924, $1,103,193; 1923, $1,202,157. 

S. D. Cook Agency, Bismarck, N. D. (Mon- 
tana Life)—1926, $700,000; 1925, $844,000; 
1924, $586,000; 1923, $1,037,000; 1922, $367,000. 

J. S. Fabling, Denver, Colo. (Pacific Mutual 
Life )—1926, $1,588{603; 1925, $1,794,223; 1924, 
$1,815,706; 1923, $2,053,185; 1922, $1,757,975. 

Dorion Fleming, New Orleans, La. (Penn 
Mutual Life)—1926, $2,008,406; 1925, $1,116,- 
976; 1924, $1,660,956; 1923, $1,362,052; 1922, 
$1,280,966. 

- Sam Heifetz, Chicago, III. 
N. Y.)—1926, $12.000,000. 

F. T. Johnson, Milwaukee (Bankers Life, 
Des Moines)—1926, $5,087,803. 

E. D. Krewson, Washington, D. C. (New 
York Life)—1926, $6,118,088; 1925, $5,345,219; 
1924, $4.200,569; 1923, $3,518,400; 1922, $3,- 
342,667. 

Moore & Summers, Boston (New England 
Mutual Life)—1926, $12,026,000; 1925, $10,- 
224,000; 1924, $9,083,000; 1923, $8,516,000. 

G. F. Murrell, Pittsburg (Bankers Life, Des 
Moines)—1926, $7,317,500. 

George R. Stiles, San Francisco, Calif. (Mu- 
tual Benefit Life)—1926, $7,038,058; 10925, 
$5,683,837; 1924, $4,830,782; 1923, $3,815,000; 
1922, $3,210,691. 

Albert Storer, Indianapolis (Bankers Life, 
Des Moines)—1926, $7,606,191; 1925, $6,800,- 
513. 

R. M. Waldron, Washington, D. C. (Bankers 
Life, Des Moines)—1926, $1,600,000; 1925, 
$1,000,000; 1924, $1,225,000; 1923, $1,750,000; 
1922, $1,250,000. 

W. F. Winterble, Madison, Wis. (Bankers 
Life, Des Moines)—1926, $5,766,673. 

Edward A. Woods Company, Pittsburg 
(Equitable Life, New York)—1926, over 
$135,000,000. 


(Mutual Life, 








of W. Irving Palmer from field supervisor to 
agency secretary, B. C. Pfeiffer from assistant 


.cashier to assistant secretary, and Charles L. 


Rouse from assistant cashier to cashier. 
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MERCHANTS LIFE OF IOWA TO BUILD 
Six-Story Structure Planned in Residen- 
tial Section of Des Moines 


Des Moines, Iowa, January 14.—The Mer- 
chants Life Insurance Company of Des Moines 
will erect a handsome home office building at 
the southeast corner of Thirty-seventh street 
and Grand avenue, it became known when the 
City Council placed on first reading an ordi- 
nance amending the zoning ordinance in such a 
way that the company can build at least a six- 
story structure 

The property, consisting of about three acres, 
is owned by Ralph Bolton. It is in a multiple 
dwelling district. Under the amendment of- 
fered it will be zoned in a new classification 
which will allow the type of building which the 
concern is planning. Preliminary sketches of 
the proposed home office, it was stated, show an 
attractive design of a character in keeping with 
the residential section. 

The Merchants Life will be the second home 
office proposed for West Grand avenue. The 
Bankers Life Company has already purchased 
several acres at Thirty-first street and Grand 
avenue as a site for a spacious structure, for 
which plans are now being drawn. 

The Merchants Life Company was organized 
in 1894 at Burlington. It is one of the larger 
companies of Iowa. William A. Watts is 
president, and W. W. Chambreau is vice-presi- 
dent and secretary. It is fast approaching the 
$100,000,000 mark in insurance in force, and 
admitted assets of about $5,000,000. 


Course in Applied Insurance Statistics 

A course in Applied Insurance Statistics will 
be offered at Columbia University in the Ex- 
tension Division during the spring session, 
1927. The first lecture will be given Thurs- 
day evening, February 3 at 5:50 p. m., in the 
statistical Laboratory of the School of Busi- 
ness. The lectures will be given by Edwin W. 
Kopf, assistant statistician of the Metropoli- 
tan Life Insurance Company. 

The following topics will be treated during 
the fifteen lectures in the course: Internal 
data sources relating to insurance operations; 
history of the convention blanks; uniform 
classification and accounting practice, 1870 to 
date; year-books, encyclopedias and department 
annual reports; laws governing annual state- 
ment construction; dissection of typical sched- 
ules for New York, Massachusetts and New 
Jersey; the statistical foundation of rate-mak- 
ing, valuation and surplus distribution. 


Great Western’s Anniversary Banquet 

Des Moines, Iowa, January 15.—A banquet 
climaxed the home coming and anniversary 
meeting of the Great Western Insurance Com- 
pany’s officers, directors and agents at Hotel 
Fort Des Moines, Thursday night. The ban- 
quet commemorated the silver jubilee anniver- 
sary of the insurance company. 

A basket of roses was presented to H. B. 
Hawley, president of the company, who cele- 
brated his seventieth birthday anniversary not 
long ago. Baskets containing twenty-five roses 


were presented to R. D. Emery, secretary, and 
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CHARLES A. HILL APPOINTED 
Becomes Georgia Superintendent for 
American Central Life 
Charles A., Hill of Atlanta has been ap- 
pointed superintendent of agencies for Georgia 
by the American Central Life. Previous con- 
nections with the Volunteer State Life and the 
John Hancock have given Mr. Hill a wide life 
insurance acquaintanceship throughout his pres- 
ent territory and render him particularly well- 
fitted for his new position as superintendent. 
Mr. Hill was born in Edwards county, IIL, 
in 1884. He was reared on a farm, but re- 
ceived a full common school, normal, and col- 
lege education. After seven years of public 
school teaching, he became sales instructor for 
the Harper Brush Works, later represented the 
Insurance Field in Iowa for a year, served as 
sales manager for a local business college, and 
finally entered the army in 1917—acting as prin- 
cipal clerk of the Subsistence Department of 
the Quartermaster Corps at Atlanta until the 
end of 1918. Mr. Hill is also the owner of a 
farm near Marietta, Ga., where he raises and 
sells thoroughbred Duroc Jersey hogs. He is 
married and the proud father of three boys and 

one girl. 


MISSOURI SENATE ASKS ACCOUNTING 
Resolution Calls Upon Superintendent B. 
C. Hyde to Account for Fee for 
Passing on Merger 
St. Louts, Mo., Jan. 18—The Missouri Sen- 
ate to-day adopted a resolution asking Insur- 
ance Superintendent B. C. Hyde to account for 
a fee of $2500 paid him by the International 
Life Insurance Company for passing upon the 
merger of that company with the Standard Life 

of Dectaur, IIl., in November, 1924. 

Senator Haynes of Springfield, the author of 
the resolution, is said to have copies of records 
in his possession indicating that similar fees 
were paid to the State insurance officials of sev- 
eral other States. The legality of the merger 
of the International and the Standard was ap- 
proved by Attorney General Otto at the time. 
The resolution adopted by the Senate also calls 
upon Mr. Hyde to account for any other fees 
received for passing upon insurance mergers. 

Mr. Hyde is quoted in St. Louis newspapers 
as stating that he received the $2500 fee and 
that he was legally entitled to it. 








W. G. Tallman, vice-president of the company, 
significant of the quarter century anniversary 
of the company’s existence. 

A large birthday cake was placed in the 
center of the banquet hall in front of the 
speakers’ table. Twenty-five candles encircling 
the base of the cake represented twenty-five 
years of the company’s life. “Three score and 
ten” on the top of the cake were indicative 
of seventy years of Mr. Hawley’s lifetime. 

The banquet ended the three-day celebration, 
which was attended by representatives of the 
company and their families from twenty-three 
States. Principal speakers of the banquet 
were President H. B. Hawley and Russell 
King of the Manhattan Life Insurance Com- 
pany. 


Io 


NATIONAL FIDELITY LIFE MEETING 
Miss B. B. MacFarlane a Speaker at 
Agency of Kansas City Company 
The annual meeting of “The Front Rank,” 
leading producers of the National Fidelity Life 
Insurance Company of Kansas City, Mo., was 
held at the White House, Biloxi, Miss., Janu- 

ary 10th to 14th, inclusive. 

The meeting was devoted principally to 
round-table discussions and informal talks; 
swapping experiences, reviewing the past year’s 
work and outlining a program for bigger pro- 
duction throughout 1927. The outstanding fea- 
ture of the program, however, was a talk by 
B. B. MacFarlane, agency supervisor for the 
Pan-American Life, on “How to Build a Gen- 
eral Agency.” Miss MacFarlane has had a 
rich and successful experience in this work. 
All present agreed that she put over a real 
message. 

Golfing, boating and sight-seeing bus rides 
along the beautiful golf coast and over pic- 
turesque New Orleans furnished everyone with 
plenty of recreation. 

These three leading agents were chosen of- 
ficers of The Front Rank: Emery H. Gus- 
tine, of Sioux City and Moville, Ia., president; 
Raymond Lilly, of Fort Dodge, Ia., first vice- 
president; Chas. A. Wilson, of Lincoln, Neb. 
second vice-president. 

The home office was represented by Ralpn 
H. Rice, president; J. W. Wear, medical di- 
rector, and H. O. Cedarholm, assistant secre- 
tary and actuary. 


Douglas E. Thompson Is Publicity Man- 
ager of Mutual Trust 

Douglas E. Thompson, who has for several 
years served as agency secretary of the Mutual 
Trust Life Insurance Company, Chicago, has 
been appointed manager of publicity and adver- 
tising. 

This added service in the home office of the 
Mutual Trust now will tend to develop more 
thoroughly the favorable background which is 
of so much value to the field force of the Mu- 
tual Trust. 

H. M. Saxton, who for some time has been 
connected with the agency department, has been 
promoted to the position of agency secretary 
to fill the vacancy created by Mr. Thompson's 
promotion. 


Citizens National Life of E. St. Louis, Ill. 
Several months ago the Colossal Life In- 
surance Company was reported to be in pro- 
cess of organization at E. St. Louis, Ill. We 
are now advised by George Kabureck, trustee 
and organization manager, that the Citizens 
National Life, now being organized by Mr. 
Kabureck, has taken over the Colossal Life and 
the stockholders of the Colossal Life have 
transferred their holdings to the Citizens Na- 
tional Life. He states that the latter com- 
pany has a capital of $100,000 and a surplus 
of $100,000, and will start business on or about 
January 15, writing eleven different forms of 
life insurance. The directors of the company 
will be announced later. Mr. Kabureck, with 
J. G. Bardill, of Highland, and nine incof- 
porators, will complete the organization. 
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AGENTS OF BUSINESS MEN’S ASSUR- 
ANCE MEET 
Nearly Two Hundred Members of 1000 
Club Gather at Home Office 


The 171 members of the 1000 Club of the 
Business Mens Assurance Company of Kansas 
City, Mo., met in the Hotel Baltimore of that 
city under date of January 4, 5 and 6. The 
presidency of the club was won for the ninth 
time by F. J. Fleming. T. T. Wallace and 
S. T. Combs both tied for vice-presidential 
honors. 

An elaborate program was provided for the 
delegates, most of which consisted of educa- 
tional and sales talks by officers of the company 
and by large producrs from other organiza- 
tions, including Frank W. Pennell of New 
York and Dix Teachenor, the million-dollar 
producer of the Kansas City Life Insurance 
Company. 

A banquet was held Thursday evening at the 
Kansas City Athletic Club, the program of 
which was broadcast over Station WHB of 
Kansas City. 

The company concluded the year with $22,- 
091,677 of new paid-for life insurance. The 
net income for 1926 was $4,561,501. The ob- 
jective for 1927 will be $28,000,000 of new life 
insurance. 


New York Life Makes Big Gains 


During the year 1926 the New York Life In- 
surance Company, New York, made great prog- 
ress in all important items of its statement. Its 
new business paid for last year aggregated 
$900,613,800, represented by 299,728 policies. 
These figures are exclusive of $16,798,000 of 
insurance revived, increase in old policies and 
additions by dividends. Applications for over 
$73,500,000 were declined during the year. At 
the close of 1926 the company had $5,752,828,- 
977 of paid insurance in force. First year pre- 
miums amounted in 1926 to $32,269,494 and re- 
newal premiume to $179,418,162, the total in- 
come having been $294,862,853, or over $28,- 
000,000 more than in 1925. Payments to policy- 
holders amounted to $133,646,963, exclusive of 
amounts paid to foreign companies on account 
of policies transferred. Loans to policyholders 
last year amounted to $41,308,544. The com- 
pany now has 2,220,784 policies in force, an in- 
crease of 148,683 during the year, while the in- 
crease in new business was nearly $56,000,000 
and the increase in insurance in force exceeded 
$533,000,c00. President D. F. Kingsley, the 
office and field staff and the great army of 
policyholders of the company have reason to 
be gratified with the results of the year’s op- 
erations. 


Openings for General Agents 


In another column the Manhattan Life In- 
surance Company, of New York, advertisers 
for ten good general agents to represent that 
company in ten new territories which it is 
opening up. This offers opportunities for live 
men to form desirable connections under liberal 
general agency contracts. 


Business of 1926 
(Concluded from page 3) 

ance in force December 31, 1926, $475,449,171; 
assets, $76,806,952; surplus to policyholders, $5,- 
109,709; total income in 1926, $19,451,317; 
total disbursements, $10,910,643. 

Farmers Mutual Life, Des Moines—New 
paid-for business in 1926, $2,285,000; insurance 
in force December 31, 1926, $6,790,750; assets, 
$303,042; surplus to policyholders, $45,308; 
total income in 1926, $241,627; total disburse- 
ments, $140,352. 

Franklin Life, Springfield, Ill—New paid- 
for business in 1926, ordinary, $37,825,875; 
group, $1,106,340; total, $38,932,215; insur- 
ance in force December 31, 1926, ordinary, 
$189,966,086; group, $1,504,240; total, $r91,- 
560,326; assets, $21,688,991; surplus to policy- 
holders, $1,178,564; total income in 1926, $6,- 
347,719; total disbursements, $4,307,608. 

Great Southern Life, Houston, Texas—New 
paid-for business in 1926, ordinary, $31,544,- 
140; group, $12,226,800; total, $43,770,940; 
total in 1925, $35,900,018; insurance in force 
December 31, 1926, ordinary, $150,213,583; 
group, $12,614,850; total, $162,828,433; total 
in 1925, $146,056,525 ; assets, December 31, 1926, 
$19,990,934; surplus to policyholders, $2,151,- 
068; total income in 1926, $5,682,913; total 
disbursements, $3,506,806. 

Guaranty Life, Davenport, Ia—New paid- 
for business in 1926, $10,256,025; insurance in 
force December .31, 1926, $38,422,438; assets, 
$3,812,490; surplus to policyholders, $83,003; 
total income in 1926, $1,218,764; total disburse- 
ments, $694,517. 

Imperial Life; Toronto—New business in 
1926, over $37,000,000 (increase nearly $4,- 
000,000) ; insurance in force December 31, 1926, 
about $218,000,000 (increase about $23,000,- 
000); assets, over $40,000,000 (increase about 
$5,000,000). 

John Hancock Mutual Life, Boston—New 
paid-for business in 1926, ordinary, $238,679,- 
151; industrial, $207,287,690; group, $51,034,- 
061; 1925, ordinary, $202,668,460; industrial, 
$170,976,575; group, $9,690,000; insurance in 
force December 31, 1926, ordinary, $1,386,- 
946,878; industrial, $1,063,471,655; group, $61,- 
279,569; 1925, ordinary, $1,246,016,587; indus- 
trial, $975,371,776; group, $10,688,500. 

Kaskaskia Life, Shelbyville, Ill—New paid- 
for business of 1926, $862,050; insurance in 
force December 31, 1926, $1,232,450; assets, 
$164,344; surplus to policyholders, $149,025; 
total income in 1926, $39,833; total disburse- 
ments, $48,085. 

London Life, London, Canada.—New busi- 
ness issued in 1926, $73,737,385; 1925, $64,052,- 
390; insurance in force December 31, 1926, 
$251,256,505; 1925, $211,445,485. 

Louisiana State Life, Shreveport—New 
business paid for in 1926, $4,390,000; insurance 
in force December 31, 1926, $16,160,000; as- 
sets, $1,753,029; surplus to policyholders, $380,- 

427; total income in 1926, $522,086; total dis- 
bursements, $342,736. 

Massachusetts Mutual, Springfield, Mass.— 
New paid-for business in 1926, $226,952,368; 
insurance in force December 31, 1926, $1,433,- 
385074; assets, $258,813,264; surplus to pol- 





It 


icyholders, $16,418,712; total income in 1926, 

$66,386,749; total disbursements, $39,568,978. 

Mutual Life of Canada, Waterloo—New in- 
surance written in 1926, $50,039,348; 1925, $45,- 
573,577: 

National Fidelity Life, Kansas City, Mo— 
New paid-for business in 1926, $4,072,048; in- 
surance in force December 31, 1926, $22,167,- 
469; assets, $2,594,356; surplus to policyhold- 
ers, $325,089; total income in 1926, $848,470; 
total disbursements, $541,353. 

National Guardian Life, Madison, Wis.— 
New paid-for business in 1926, $7,343,620; in- 
surance in force December 31, 1926, $35,350,- 
216; assets, $4,135,327; surplus to policyhold- 
ers, $454,955; total income in 1926, $1,330,000; 
total disbursements, $734,138. 

New York Life, New York.—New insurance 
paid for in 1926, $900,613,800 (excluding $16,- 
798,000 of revivals, increases and additions) ; 
1925, $844,801,100; insurance in force Decem- 
ber 31, 1926, $5,752,828,977 ; 1925, $5,219,083,- 
929; total income in 1926, $294,862,853; total 
payments to policyholders in 1926, $133,646,963; 
loaned to policyholders, $41,398,544. 

Northwestern National Life, Minneapolis.— 
New business paid for in 1926, $44,587,700; 
1925, $42,221,166; insurance in force, Decem- 
ber 31, 1926, $234,576,607; 1925, $212,309,608. 

Ohio National Life, Cincinnati:—New paid- 
for business in 1926, $14,119,839; insurance in 
force December 31, 1926, $64,245,486; assets, 
$7,783,131; surplus to policyholders, $801,000; 
total income in 1926, $2,392,130; total disburse- 
ments, $1,528,824. 

Policyholders National Life, Sioux Falls, S. 
D.—New paid-for business in 1926, $1,368,961; 
insurance in force December 31, 1926, $4,637,- 
461; assets, $181,591; surplus to policyholders, 
$17,508; total income in 1926, $181,317; total 
disbursements, $209,039. 

Provident Mutual Life, Philadelphia —New 
business paid-for in 1926, $105,484,000; insur- 
ance in force December 31, 1926, $806,888,- 
000; assets, $188,683,000; surplus to policyhold- 
ers, $7,831,000. 

Southwestern Life, Dallas, Texas—New 
paid-for business in 1926, ordinary, $49,870,928; 
group, $10,121,579; insurance in force Decem- 
ber 31, 1926, ordinary, $181,566,057; group, 
$17,180,078 ; assets, $22,708,108; surplus to pol- 
icyholders, $2,974,684; total income in 1926, $6,- 
869,873; total disbursements, $4,075,354. 

Toledo Travelers, Toledo, Ohio.—New paid- 
for business in 1926, $2,123,750; insurance in 
force December 31, 1926, $4,312,715; assets, 
$670,869; surplus to policyholders, $219,612; 
total income in 1926, $221,550; total disburse- 
ments, $142,535. 

United Fidelity Life, Dallas, Tex.—New in- 
surance paid for in 1926, $6,835,882 (including 
$651,500 reinsured business of Texas Mutual 
Life) ; insurance in force December 31, 1926, 
$22,243,777; assets, $1,299,951; surplus to pol- 
icyholders, $330,275; total income in 1926, $693,- 
366; total disbursements, $504,638. 

Western and Southern Life, Cincinanti, Ohio. 
—New business in 1926, $205,000,000; insur- 
ance in force December 31, 1926, $505,503,000 
(increase, $66,708) ; total income in 1926, $21,- 
811,000; assets December 31, 1926, $6,007,478. 
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ASSURANCE COMPANY, LTD. 
of London 


100 William St., New York 


PHOENIX 


INDEMNITY COMPANY 
123 William Street, New York 


Fire, Automobile, Tornado, Explosion, Sprinkler Leakage, 

Rent, Rental Values, Use & Occupancy, Riot & Civil Commo- 

tion, Public Liability, Workmen’s Compensation, Burglary & 
Theft, Accident & Health, Plate Glass. 



































INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 
January 1, 1926 
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Address Home Office For Agency Connection 


mz HAMPTON ROADS 
FIRE «» MARINE 
Insurance Company 


HENRY G. BARBEE 
President 


P. D. BAIN 
Chairman of the Board 





Personality 


The very essence of success is personality. 
It indicates leadership—the ability to lead 
others to act wisely,—character, imagina- 
tion, graciousness, thrift and a sense of 
humor. .And the man fortunately posess- 
ing these qualities together with energy is 
bound to be a dominating example of 
progressiveness. 

The successful insurance agent is he who 
realizes the value of this personal appeal 
in selling. He has built up a substantial 
clientele because he takes a human in- 
terest in explaining the needs of insurance 
to his clients and prospects. 


The First American welcomes 
men of such calibre into 
the ranks of its agency force. 


FIRST AMERICAN 


FIRE INSURANCE COMPANY 
Eighty Maiden Lane, New York, N. Y. 


ERNEST STURM, CHairman oF THE Boaro. 
PAUL L.HAID, Presipent. 


CASH CAPITAL — ONE MILLION DOLLARS 
NEW YORK CHICAGO MONTREAL SAN FRANCISCO 
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FETNA ~2t0RE THAN A CENTURY OF SERVICE” FETNA -= 


"Equality of opportunity for 
all agents ...and the utmost 
in helpful co-operation" 


President 





FEtna Insurance Company 
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| FURS Insured against Loss of any kind 
(except Moth and Wear and Tear) at | 
All Times and All Places | 


q 
i 


————— 


A.F. SHAW & COMPANY | 


I: 175 Maiden Lane Afisurance Exchange | 
New York City mel Chicago, Ill. i 
General Agents - ‘All Risks” Department 











soits 2? Five & Marine Insurance Co. 
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HEADS SECURITY OF NEW HAVEN 
Victor Roth Elected President to Succeed 
John W. Alling 

Victor Roth, vice-president and gereral 
manager of the Security Insurance Company 
of New Haven, succeeds the late John W. All- 
ing as president of the company. To fill Mr. 
Alling’s vacancy on the board of directors, 
Burton Mansfield, former Insurance Commis- 
sioner of Connecticut, was elected. 

Mr. Roth is president of the East and West 
Insurance Company, which is an affiliated com- 
pany of the Security. He is also a director 
of the Pilot Reinsurance Company of New 
York, the Merchants National Bank of New 
Haven and the New Haven Securities Com- 
pany. He is a lawyer by profession and was 
appointed Insurance Commissioner by Gov- 
ernor Baldwin in 1911 and held the office until 
1923. Back in 1906, Mr. Roth became assist- 
ant secretary of the Security and was later 
* promoted to secretary and vice-president. As 
an underwriter, he is well-known and is highly 
regarded by all men in fire insurance. In 
banking circles, he is almost equally well known, 
being president of the Connecticut Savings 
Bank of New Haven. 


Labels on Fire Policies Prohibited in New 
York 

Since the attempted elimination of the free 
insurance evil, quite a number of brokers and 
some agents have acquired the practice of past- 
ing labels on the policies calling attention to 
the necessity of paying all earned premiums. 
This practice has come to the attention of 
Superintendent of Insurance Beha, who has 
warned them that it is illegal to paste any such 
label on a fire insurance policy and that he will 
not approve their use on any kind of policy. 
Superintendent Beha’s warning reads: 

It is illegal to attach any such labels to the 
New York standard fire insurance policy, nor 
would I approve of any such attachment to 
casualty or other insurance policies. 

In addition, the statements contained in cer- 
tain of these labels are incorrect and in others 
unwarranted. In the first place the Superin- 
tendent of Insurance does not pass laws and 
has no authority to do so, and in the second 
Place earned premiums are payable on canceled 
policies without any ruling from the Superin- 
tendedtn of Insurance. The fact is that com- 
panies themselves have recently adopted certain 
rules concerning earnd premiums which have 
had my approval, but I have issued no recent 
tuling with respect thereto. Others are equally 
misleading as to facts. 


Read Your Policy Campaign 

The National Board of Fire Underwriters is 
planning to inaugurate a Read Your Policy 
campaign, which will aim to make the public 
more familiar with the provisions of its fire in- 
surance contracts. 

It sometimes happens, when a fire occurs, 
that the assured finds he has mistaken the ex- 


tent of his coverage and as a consequence re- 


AD CONFERENCE MEETING 
General Schedule for Fifth Annual Con- 
ference Worked Out 
At an executive committee meeting held re- 
cently at Hartford some progress was made 
in shaping up the fifth annual convention of 
the Insurance Advertising Conference, to be 

held in Hartford, May 23, 24 and 25. 

J. W. Longnecker, advertising manager of 
the Hartford Fire Insurance Company, who 
is chairman of the program and arrangements 
committee, reported that he had held a con- 
ference with Leon A. Soper, manager of sales 
promotion of the Phoenix Mutual Life Insur- 
ance Committee, at which a general time sched- 
ule had been worked out. That is: 

Sunday, May 22.—Arrival and registration 
of delegates who will be welcomed and made 
comfortable by a greeters’ committee, composed 
of Hartford members of the Insurance Adver- 
tising Conference. 

Monday Morning, May 23.—Meeting will be 
called to order and got under way to adjourn 
for luncheon at 12:15. 

Monday Afternoon.—General program will 
be continued, with an interesting list of sub- 
jects discussed by well-known experts. 

Being an advertising meeting it is to be ex- 
pected that a slogan would be one of the first 
things selected. The program committee sug- 
gested as the 1927 slogan, “Checking the Rule 
of Thumb by Experience.” 

Tuesday morning is to be devoted by the 
delegates to looking over Hartford to see what 
it has and is as an insurance city. 

The Hartford Advertising Club has taken 
a keen interest in the convention. Tuesday 
noon the visiting delegates will join with the 
local club at a joint luncheon in connection 
with which some important and interesting fea- 
tures are being worked out. 

Tuesday afternoon there will be the custom- 
ary group meetings covering fire, life, casualty 
and indemnity insurance, and this year a new 
group will meet for the first time, there being 
a newly formed industrial life division to the 
conference. 

Headquarters have been established at the 
Bond Hotel, where delegates will be housed 
and the general sessions held. 

Leon A. Soper will have charge, as chair- 
man, of the arrangements for the entertain- 
ment of delegates. 

A. W. Spaulding, of the Hartford, has ac- 
cepted an appointment as chairman of a com- 
mittee on co-operation with the insurance 
press. 

Wednesday morning will be devoted to the 
business of the convention, the awarding of 
prices, and the election of officers. 








ceives less indemnity than he expected. The 
coinsurance clause, which is in effect in a 
majority of the States, is one that is particu- 
larly vague in the public mind. 
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INVESTIGATING INLAND MARINE 
New York Department Seeks Possible Vio- 
lations of Law 

The New York State Insurance Department 
is inquiring into certain specific cases involved 
in the increasing depredations of the inland 
marine departments on the business of fire de- 
partments of the companies qualified under 
both sections 110 and 150. Violations of law 
are believed involved in these practices—rebat- 
ing, discrimination and violation of filed rates. 

The anti-rebate law exempts both marine 
and inland marine from its restrictions, and it 
is said that sometimes accounts are switched 
from one broker to another by this practice. 
When a line is written through the fire depart- 
ment of a company, it is a crime to rebate, but 
when the same risk is written through the 
marine department, it is legal. The all-com- 
prehensive forms of these inland marine float- 
ors and absence of a restriction as to rates 
have caused the fire departments of companies 
and brokers to lose much business. In fact, 
the situation has become so acute from the un- 
derwriters’ and brokers’ stand that some of the 
officers of companies having inland marine de- 
partment held a secret meeting recently to dis- 
cuss the situation. 

This investigation is said to have been agi- 
tated by an article entitled “Abuses of Inland 
Marine Floaters,” which appeared in the Fire 
Insurance Monthly Bulletin of the THe Spec- 
TATOR, issue of December 30. Superintendent 
James A. Beha is now giving this matter his 
most careful scrutiny. 


“Underwriting Losses and Investment 
Profits” 

Discussing in detail the financial operations 
of fire insurance companies, a booklet under 
the title of “Underwriting Losses and Invest- 
ment Profits,’ has been published by the Fire 
Underwriters Association of the Pacific. The 
subject matter was originally delivered in a 
series of lectures before the associate members 
of the organization by Thomas F. Ryan, statis- 
tician of the Firemans Fund Insurance Com- 
pany of San Francisco. 

Insurance managers who have reviewed the 
thirty-page booklet, regard it as being one of 
the’ most complete and comprehensive discus- 
sions of the financial statement and inner work- 
ings of fire companies yet published. A nom- 
inal charge of twenty-five cents per copy is 
made for the booklet. 


Camden Fire Appointment 

President J. Lynn Truscott of the Camden 
Fire Insurance Association has appointed 
Thomas L. Rettie manager of the home office 
automobile department of the company. Mr. 
Rettie has until recently been in charge of the 
automobile department of the Royal Exchange 
in New York. Prior to that, he has had many 
years’ experience in automobile insurance 
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ROTECTION against the greedy 
fangs of flame is the foundation of 
insurance. 


And fire insurance policies are the back- 
bone of the great business in L. & L. &G 
specialty lines. By giving the highest 
degree of service to this universal need, 
the L. & L. & G. agent wins the full con- 
fidence of his clients. Adding the other 
vital forms of protection becomes just a 
matter of ‘Telling them and selling 
them.” 


L. & L. & G. agents are off to another 
wonderful year with a drive for more fire 
business. Each new fire policy sold dur- 
ing January means a long list of profits 
from other coverages. And many fire 
policies will be signed up with those who 
already know L. & L. & G. service 
through specialty policies. 


“VERPOOL, 
0 [LONDON 
» GLOBE, 


Insurance Co.r> 


Executive Offices: 1 Pershing Square 
Park Ave. at 42nd St., New York, N. Y. 


Southern Dept. Pacific Coast Dept. 
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THE NATIONAL INSTITUTION WITH A WORLD WIDE BACKGROUND | 








IN PRESS 


INSURABILITY 


PROGNOSIS AND SELECTION 


LIFE—HEALTH—ACCIDENT 





A notable work, written by 
H. W. DINGMAN, M. D. 
Medical Director Continental Assurance and Casualty Com- 
panies; member Life Insurance Medical Directors As- 
sociation; member Chicago Medical Society and 


Illinots State Medical Society; Fellow American 
Medical Association, etc. 


HUMAN LIFE APPRAISED 


Valuable new book discusses 


CONCISELY AND COMPLETELY 
the various factors concerned in 


1—Determining health, present and 
future. 
2—Estimating probable length of life. 


3—Assessing human life values. 


It materially assists in the 


SELECTION OF RISKS FOR INSUR- 
ANCE and APPRAISAL OF CLAIMS 
FOR INDEMNITY 


Every medical director, examiner, under- 
writer or student of insurance, in home 
office or field, will be intensely interested 
in this first book to cover comprehensively 
and exhaustively the principles and prac- 
tices of every day underwriting in 


LIFE, HEALTH and ACCIDENT 


INSURANCE 

PRICE, $15. 
THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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AGENCY ACCOUNTING DISCUSSED 
Better Business Committee of Agents 
Association in Session 
An effort to standardize agency accounting 
methods so that accurate cost figures can be 
produced whenever desired is being made by 
the better business committee of the National 
Association of Insurance Agents. The meet- 
ing was attended by Wilfred Kurth, president, 
and W. E. Mallalieu, general manager of the 
National Board of Fire Underwriters. W. E. 
Harrington, chairman of the committee, pre- 
sided at the session, which was held in New 
York on January 12. It was attended also by 
Walter H. Bennett, secretary-counsel of the 
Association, and by Frank L. Gardner, presi- 

dent. 

Methods of keeping agency records were 
submitted by A. F. Lafrentz of the F. W. La- 
frentz Company, New York; E. S. Joseph of 
the Unit System Company in Harrisburg, Pa.; 
and W. H. Heckrotte of the American Sys- 
tem Company, Roanoke, Va. The three plans 
were taken under advisement and it was 
decided to hold a meeting on February 17 and 
18 to be attended by a subcommittee, consist- 
ing of two expert accountants representing each 
company organization. The National Associa- 
tion will also be represented on the subcommit- 
tee. This smaller group will go into the three 
plans submitted, in full detail, and later make 
its recommendations. 

An important thing to be gotten over to the 
agent, in the opinion of Mr. Holland, was the 
thought that the money which he collects is a 
trust fund, not to be handled indiscriminately. 
That situation it is desired to remedy. Mr. 
Harrington said that the Better Business 
Methods Committee of the National Associa- 
tion aimed to do away with “insolvent” agen- 
cies, by which he meant agencies which are not 
managed properly and are unable to draw up 
an exact picture of their financial condition. 

The committee drafted a questionnaire, the 
answers to which will show the costs of do- 
ing business in a particular agency. This ques- 
tionnaire is to be submitted to all the members 
of the National Association, who will not be 
asked to give names. From these returns fig- 
ures will be compiled to show the national 
average of the various items of expense that 
arise in a local agency. Such averages will be 
transmitted to the members, so that an agent 
in a particular class will know whether or not 
his expenses approximate the national average. 


New York State Agents’ Meeting 
The annual meeting of the New York State 
Association of Local Agents will be held in 
Syracuse, N. Y., May 24 and 25. The get-to- 
gether dinner will occur Monday evening, May 
23. Headquarters will be at the Hotel Syra- 
cuse. 
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IMPERIAL VALLEY LOSSES 

Few Companies Involved—Liability Small 

San Francisco, Cauir., January 14.—At last 
reports available in San Francisco the loss on 
either earthquake and fire in the Imperial Val- 
ley shock of New Years will be small and con- 
fined to a very few companies. The companies 
in the office of McClure Kelly, led by the In- 
surance Company of North America had lia- 
bility of approximately $50,000 in the valley; 
the Connecticut had only $2000 on reinsurance, 
the Niagara, $40,000; Firemans Fund, $28,000; 
Glens Falls, $20,000; Royal, $10,000; North 
River, $10,000; National of Hartford, $40,000; 
Fire Association, $5000; Nevada Fire, $1500. 

Manager W. K. Withers of the Pacific Coast 
Adjustment Bureau reports that he has re- 
ceived no definite information from his adjust- 
ers who were sent into the valley within 48 
hours after the disaster was reported. The 
only query in San Francisco is to the outcome 
of the losses in Mexacali, where some com- 
panies had liability under the foreign form. 
Most of this business was placed with British 
companies. 


Williams General Agency Dissolved 

San Francisco, CAuir., January 14.—Thos. 
H. Williams, former president of the Pacific 
States Fire of Portland, Ore., and more re- 
cently head of the Williams General Agency 
of the American Equitable and allied companies 
in San Francisco, has resigned this connection 
and has opened an office as independent ad- 
juster. The general agency bearing his name 
will be dissolved. The major stock of the 
agency was owned by the agency corporation 
headed by President Corron of the American 
Equitable, Knickerbocker, etc. 


COAST OUTLOOK GOOD 
Proposal for California Rate Law Is 
Shadow on Favorable Situation 

San Francisco, Cauir., January 14.—Fire 
insurance experience on the Pacific Coast will 
show little change statistically, according to ob- 
servers but nearly every office agrees that there 
is a general improvement noted in underwriting 
and results. The losses in the coast last year 
were fairly heavy, although there are many 
offices rejoicing in a very low loss ratio as far 
as fire insurance is concerned. 

Apparently the only fear now before the fire 
executives seems to be a State rate filing law 
which is to be introduced into the California 
Legislature this week. They contend that no 
such law is needed in the State and that the 
local agents will suffer the heaviest in the 
event one is adopted. 


Percy W. Clark Becomes Officer of North 
America 

Percy W. Clark, assistant secretary of the 
Alliance, at a meeting last Wednesday of the 
board of directors of the Insurance Company 
of North America, was elected an assistant 
secretary of the North America. 

Mr. Clark has been with the home office of 
the North America and Alliance for the past 
four or five years, and prior to that he was a 
special agent in New York State. 








The American Equitable has been placed with 
the James F. Cobb & Company agency of San 
Francisco, which is awaiting entrance to mem- 
bership in the Board of Fire Underwriters of 
the Pacific. The Knickerbocker will be placed 
in another established general agency. 





Has paid losses for 
over 50 years 


J.HARRIS LENKER, President. 





City Insurance Company of Pennsylvania 


SUNBURY, PENNA. 


A strong, conservative Company, noted for 


Organized 1870 
Cash Capital $600,000 


A. F. O’DANIEL, Secretary and Underwriting Manage.r 


fair and prompt adjustment of losses 











15 





THE SPECTATOR 








Building a Reputation for Service 


Certain brands of merchandise are so conspicuous 
for high quality that their names, when we read or 
hear them, automatically suggest superiority. There 
is a make of automobile—and a watch—and a piano— 
which create an instant impression of ‘‘class’’: whose 
goodness you involuntarily acknowledge. 


Similarly the Peoria Life, by years of conscientious 
attention to the interests of its agents and policy- 
holders, has built up a reputation for Service. Such 
a reputation does not come as a result of claims and 
pretentions, unsupported by the facts. The public 
recognizes excellence only when there is excellence to 
be recognized. Not just fair or average excellence, 
but of a degree striking enough to attract notice and 
cause comment. - 


The Peoria Life has not been satisfied merely to 
talk Service: it has never for a moment relaxed its 
efforts to give the most complete and useful Service 
possible. Such an ideal, persistently followed, ex- 
plains why the name of the Peoria Life, when heard, 
instinctively suggests “SERVICE TO AGENTS” 
and “SERVICE TO POLICYHOLDERS!” 


Peoria Life Insurance Company 


Peoria, Illinois 

















TWENTY-ONE YEARS 
and the 


CONFIDENCE of 
POLICYHOLDERS 











OUR AGENTS 
THEIR OWN FUTURE IS SECURE 





Write for 
“FOURTEEN POINTS” 
A. M. HOPKINS, Mgr. of Agencies 


PHILADELPHIA LIFE INSURANCE CO. 
Philadelphia, Penna. 


111 No. Broad Street 














A GROUP OF 


Life Insurance Leaflets 


The Spectator Company offers for sale to the life 
insurance community the following attractive and 
compelling leaflets. Each one is full of emphatic 
arguments on the benefits of life insurance and makes 
direct appeal to both men and women in all walks 
in life. These leaflets are sure producers of good 
business results. 

Prices at which the leaflets can be supplied: 


Robbing Yourself. 
Showing the Advantages of Saving vs. Wasting. 
Per 1,000, $20; per 500, $12; per 100, $3. 
Take Notice. 
[Emphasizing the importance of paying premiums 
promptly. 
Per 1,000, $20; per 500, $12; per 100, $3. 
The Unexpected Always Happens. 
It is like reading news from the seat of war to read 
the list of victims of sudden death and accident. 
This leaflet can be used to advantage by agents 
of both life and accident insurance companies. 
Per 1,000, $20; per 500, $12; per 100, $3. 
Are You a Woman? 
If so what do you do with your money? 
Per 1,000, $20; per 500, $12; per 100, $3. 
Too Busy. 
An effective reply to the claim often made of 
being too busy to consider life insurance. 
Per 1,000, $20; per 500, $12; per 100, $4. 
Caution to Policyholders. 
A strong and lucid argument for keeping policies 
in force. 
Per 1,000, $20; per 500, $12; per 100, $3. 
Up Against It. 
Forcibly illustrating the misfortunes of many 
former well-to-do capitalists and business men. 
Per 1,000, $10; per 500, $7; per 100, $2. 
It Helps You Along. 
A strong appeal to the uninsured and the under 
insured. 
Per 1,000, $15; per 500, $10; per 100, $2.50. 
What Holds You? 
Sets forth the advantages of life insurance agency 
work as a career for young men. 
Per 1,000, $15; per 500, $10; per 100, $2.50. 
A Legacy For You. 


Unique life insurance leaflet in which Limited 

payment endowment and income insurance are 

presented in a novel way. Fine business getter, 
Per 1.000. $20; per 500, $12; per 160, $3. 


On leaflets selling at $20 per thousand, the inscrip- 
tion of company or general agent will be printed 
without extra charge. On leaflets selling at less than 
$20 per thousand $5 extra will be charged for inscrip- 
tion. Sample copies of any or all these leaflets will 
be sent on receipt of ten cents each. 

Mail 90 cents and sample copies of the whole 
series (10 leaflets) will be sent to you. 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WiLtiAmM STREET 
INSURANCE EXCHANGE NEW YORK 
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GENERAL BROKERS ASSOCIATION 
Lengthy Report Submitted by Retiring 
President H. A. Bayern—R. M. Kele- 
her Installed as Successor 

At the first meeting of the year of the As- 
sociation, held on Wednesday evening of this 
week, at the Pennsylvania Hotel and which 
was attended by a large and enthusiastic mem- 
bership, the newly elected officers for the 
ensuing year were installed. These include: 
Robert M. Keleher as president, George W. 
Cornell, first vice-president; Arthur Arnow, 
secretary, and Miss Phoebe E. *Marks, treas- 
urer. 

Herman A. Bayern, outgoing president, 
pledged to continue to devote ‘his time and 
energies in whatever form may be required, for 
the benefit of the Association, and in a 36- 
page printed report, gave an accounting for 
the work accomplished and undertaken by the 
Association during the first year just term- 
inated. 

Tnis covers so many activities that are vital 
to the welfare of the brokerage profession that 
it constitutes the most ambitious and enterpris- 
ing program ever attempted in the insurance 
field. 

He called particular attention to the fact 
that this Association was the first to adopt a 
code of ethics. 

President Keleher, on being installed, pledged 
on behalf of himself and his fellow officers, 
their hearty support of the program and poli- 
cies already adopted. The activities that will 
immediately engage the attention of the new 
administartion are as follows: 

(1) Opposition to Eastern Underwriters 
Agreement, having for its purpose the reduc- 
tion of commission, and also against Acquisi- 
tion Cost Committee’s effort to reduce commis- 
sion of brokers. 

(2) Proposal of the Central Bureau for 
‘Clearing Earned Premiums under “Not Taken” 
and canceled casualty policies and binders. 

(3) Amendment to the insurance law re- 
quiring a written test for all brokers seeking 
a certificate of authority. 

(4) Federated council of all brokers’ asso- 
‘Ciations. 

(5) Rigid enforcement of our Code of 
Ethics and 12 objects, through an active and 
powerful grievance committee. 

(6) Militant membership committee with 
the slogan of “A Man a Day.” 

(7) Educational talks at each monthly meet- 
ing. 

It was brought out during a discussion of 
the so-called “Free Insurance” that President 
Bayern of the Association had called the at- 
tention of the Superintendent of Insurance 
James A. Beha, to the matter long before the 
present agitation was begun. 

A lengthy communication was received from 
Mr. Beha and read at the meeting and a com- 
mittee appointed to confer with the Superin- 
tendent. 

It was voted that the second annual dinner 
be held at the Hotel Astor on or about April 
13 next and a committee composed of J. S. 
Hirsch and S. Nicoll Schwartz was named to 
take charge. The first annual dinner held on 


April 15, 1926, was attended by more than 
800, including many company executives and 
insurance department officials and it was neces- 
sary to turn away more than 200 who were 
anxious to attend. 


ALLEGHANY UNDERWRITERS MEET 
F. S. Guthrie Heads Governing Committee 
—Sessions Mark Sixtieth 
Anniversary 
A meeting was held last week of the Board 
of Fire Underwriters of Alleghany county and 
it marked the sixtieth anniversary of the asso- 

ciation. 

The officers elected for the coming year are: 
F. S. Guthrie, chairman; N. A. Weed, vice 
chairman, of the governing committee; R. J. 
Trimble, secretary, and R. W. Henry, assist- 
ant secretary. The two latter have been re- 
elected to offices formerly held by them. 

The year of 1926 has been a very satisfac- 
tory one throughout Alleghany county in so 
far as premiums and losses are concerned. 
However, there are many unsatisfactory con- 
ditions to be solved and it is hoped that dur- 
ing 1927 this will be accomplished. 


Fred J. Breen Gets Tokens from Friends 

The lightest thing that Fred J. Breen car- 
ried away with him last week when he left 
the National Board of Fire Underwriters was 
a check for $500. The heavy tokens of good 
will of the National Board given to Mr. Breen 
as he left to become president of the National 
Union Fire of Pittsburgh were: A traveling 
bag, the. fittings for the bag, an umbrella, a 
set of resolutions—especially heavy—and a 
dress suit case—suspiciously heavy. 

Tue Spectator wishes Mr. Breen the very 
best of all good things in his new work. 


Archie in the Lone Star State 
(Concluded from page 3) 


ating expense of the insurance department dur- 
ing 1925 was $39,479.36, and it collected and 
paid into the State treasury $2,272,883. The 
fire premiums for the same year amounted to 
approximately $26,895,000. 

“While the State Fire Insurance Commission 
has its headquarters at the State capitol at 
Austin, the real headquarters for the insurance 
business is Dallas. The largest number of field- 
men travel out from there—about 300, it is esti- 
mated. 

“The past five years in Texas have been los- 
ing years. During the first nine or ten months 
of 1926 there was a noticeable improvement, 
especially in Galveston, Houston, Dallas and 
Fort Worth. The moral hazard has been very 
poor in the Northern part of the State, but 
companies are now laying great stress upon the 
careful supervision of all risks and it is ex- 
pected that 1927 will show a decided improve- 
ment. 

“The cotton crop has done much to slow 
down business in the valley sections of Texas. 
There is too much overproduction and prices 
are way off. Also, the manufacture of rayon— 
imitation silk—is taking the place of cotton 
The ladies prefer it and women’s 
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textures. 





FIRE UNDERWRITERS OF THE PACIFIC 
Annual Meeting February 7—-San Fran- 
cisco Pond Gathers at Same Time 
The Fire Underwriters Association of the 
Pacific will open its annual meeting in San 


Francisco, February 7. The San Francisco 
Pond of the Blue Goose will hold its annual 
plunge that evening with Most Loyal Grand 
Gander Wirt Leake of Dallas, Texas, present. 
It will also be marked by the first appearance 
of Charles Harris at an annual meeting since 
his accident nearly two years ago. Mr. Harris 
now is able to get about with the aid of 
crutches. His life was once despaired of and 
latter it was feared that he would be an in- 
valid for life, but he appears to be well on 
the road to almost complete recovery. 








styles can be severely blamed for the slump 
in the cotton industry. 

“During this year the passing of a qualifica- 
tion law for agents is expected. This, it is 
anticipated, will result from the fact that solic- 
itors in Dallas are able to get as much com- 
mission as policy-writing agents. 

“With the ever-recurring losses that Texas 
produces, the only explanation for comparies 
staying there is because of their faith in the 
future possibilities of the State’and in the hope 
that public opinion will make it possible for the 
officials to modify the obnoxious laws affect- 
ing insurance. The State’s high loss ratio is 
partly blamed on the valued policy law. Cer- 
tain sections of Texas have witnessed booms 
equal to some of those in Florida, and these 
booms have placed inflated values on real estate. 
An oil rush—and m a period of months behold 
a city of ten thousand inhabitants! And in 
speaking of real estate, that is what really in- 
terests the Texan as an investment, not stocks 
and bonds. 

“The State, as a whole, is not hard-up: 
There has been a good wheat crop and an oil 
rush at Amarillo up in the Panhandle. 

“There is an interesting application of what 
might be called the merit system down here 
in Texas. In more than one way, it doesn’t 
pay to live in a town with a bad fire record, 
because on your fire insurance policy you 
might have to pay a surcharge of 10 or 15 
per cent. Whereas, if the old home town. has 
a good fire record—say for an average of three 
years—the companies will let you have your 
policy for 10 or 15 per cent Jess. These per- 
centages vary, being based on the number of 
fires and other conditions in a town over a cer- 
tain period of years. 

“Texas on account of its anti-trust laws has 
practically been a ‘no man’s land’—for instance, 
it is not under any tariff association, like the 
Western Union—and while its rates are higher 
than in other States without such a law, its 
business is poorer. 

“Leaving to-night for Mexico City. Suppose 
I'll find insurance conditions in the Land of 
the Rancho undergoing the Pasteur treatment 
for hyprophobia! * * * QOo-ah! I’m tink- 
in’ if der bandutts am gonna geketchen leetle 
Archie und usk fur some ransom. But vat 
worries me ees who, I’m askin’, vill give away 
his muney to save an’ roscue nize Archie?” 








































Home Office Buildings 


When a Maryland agent visits the Home Office, it looks like a son or some member of 
the family was paying a visit to the folks at home. Every body is happy; con- 
tentment and satisfaction permeate his meetings with the “boys”. 

There is always a lot to talk about, but very seldom 
anything to argue about. 


Maryland Casualty Company 
Baltimore 
Field and Home Office Organization Work “Hand In Glove” Visitors Always Welcome 




































Life Conservation Service 


CONTINGENT COMMISSIONS 
















JoHN Hancock Murua. Lire 
INSURANCE COMPANY 







Now is the time to insure your 





earned profits and be guaran- 
teed against loss at the end of 
the year. 








“CONTROL” 


Rules for Safe Driving 





We are prepared to place such 






The Best Booklet we have seen for 
automobile drivers and owners 






risks under an approved form 






at equitable rates, 






Gives an incentive to Road Courtesy and a 
Fair Attitude toward the Other Fellow 






MARSH & McLENNAN 


If you own or drive a car, and would be inter- 
ested to have a copy of the booklet “Control” 










- may have one by addressing the Inquiry 164 W. Jackson Blvd., Chicago 
ureau. 
E Nace: London Seattle Montreal 
SA CHAI Ite Winnipeg Detroit Duluth 
Saar Pittsburgh Cleveland Buffalo 
eae Phoenix Columbus Portland 
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VIRGINIA RULING 


Affects Policies Issued on and After 
February 1 








ACCIDENT AND HEALTH COMPANIES 
WARNED 





Benefits Contingent on Natural Death Not 
Permitted in Body of Policy 

Col. Joseph Button, insurance commissioner 
of Virginia, has just issued a ruling affecting 
accident and health insurance policies in that 
State. Col. Button says that inasmuch as the 
so-called natural death benefit embodied in ac- 
cident and health policies issued by some in- 
surance companies licensed in Virginia is in 
violation of the law stating that policies of 
life insurance shall be incontestable after a 
certain time; and because the Virginia de- 
partment found it necessary several times to 
disapprove the issuance of such policies in 
that State, he has issued the following ruling: 

On and after February 1, 1927, no policy of 
accident and/or health insurance may be issued 
by any insurance company licensed in Virgina 
to any person resident in Virginia which con- 
tains in the body of the policy any provision 
wherein the company promises to pay a funeral 
benefit, a fatal sickness benefit, a natural death 
benefit, or any additional benefit whatsoever, 
the payment of which is contingent upon the 
natural death of the insured. 

Except that any insurance company licensed 
in Virginia to write life insurance, as well as 
accident and health insurance, may issue in con- 
junction with an accident and/or health policy, 
but not embodied therein, an additional benefit 
contingent upon the natural death of the in- 
sured, in the form of a separate policy or a 
rider to be attached to the policy of accident 
and/or health insurance, subject to the follow- 
ing conditions: 

The separate policy or rider shall con- 
tain a provision to the effect that it may not 
be canceled by the company after one year 
and is incontestable after one year during 
the lifetime of the insured, except for non- 
payment of premiums, or for military or 
naval service during time of war. 

It shall set forth clearly the amount of 
the additional premium, upon payment of 
which the additional, or natural death, 
benefit may be continued in force after the 
cancellation of the accident and/or health 
policy for any reason. 

No such rider or separate policy promis- 
ing an additional benefit contingent upon 
the natural death of the insured shall be 
issued in this State until the form of policy 
or rider, together with a table of rates set- 
ting forth the amount of premiums to be 
charged for continuation of the additional 
benefit after the cancellation of the acci- 
dent and/or health policy, shall have been 
filed with and approved by the commis- 
sioner of insurance. 

Every company issuing forms as set 
forth above shall be required to set up a 
reserve for each rider or policy so issued, 
from date of issue, on a reserve basis not 
less than the American Table of Mortality 

with interest at four percentum. 


Provided, however, that this ruling shall not 
apply to industrial sick benefit insurance, as 
defined in Section 4351 of the Code of Vir- 
ginia, 1919. 


EARL THOMPSON RETURNS TO 
AGENCY WORK 
Leaves Post as Vice-President of Indem- 
nity Company of America 

St. Louts, Mo., January 18.—Earl Thomp- 
son, formerly vice-president and general man- 
ager of the Indemnity Company of America, 
headquarters Pierce building, St. Louis, Mo., 
is retiring from that position to devote his 
entire time to the management of the Common- 
wealth Insurance Agency, which also has head- 
quarters in the Pierce building. 

Mr. Thompson retains his stock in the In- 
demnity Company and remains on its board of 
directors. , 

The management of the Indemnity Company 
of America under a new arrangement worked 
out at its recent meeting will be assumed by 
the executive committee, which is composed 
of Charles A. Lemp, president; Henri F. David, 
who replaces Mr. Thompson as vice-president, 
and William J. Lempj, vice-president and treas- 
urer. The other officers are: S. G. Parks, 
secretary, and Arch Hotchkiss, assistant secre- 
tary. 

The officers of the Commonwealth Insur- 
ance Agency are: Earl C. Thompson, presi- 
dent; Charles A. Lemp, vice-president; Wil- 
liam J. Lemp, treasurer, and Henri F. David, 
secretary. 

The present management took over the com- 
pany four and a half years ago. In that time 
the premium income has been increased from 
$300,000 to more than $1,100,000 annually. 


Missouri Superintendent Announces Com= 
pensation Rate Cut 

St. Louts, Mo., January 18.—Drastic cuts in 
the rates for compensation insurance on 94 of 
the 694 classifications covered by the New Mis- 
souri Compensation Act from the schedule 
filed by the National Council on Compensation 
Insurance were announced by Superintendent 
of Insurance Ben C. Hyde at Jefferson City, 
Mo., on the night of January 14. The new 
rates are retroactive to January 9, the date the 
sections of the law affecting the liability of 
employers for injuries to their employees be- 
come effective. 

Although the reductions on each of the 94 
classes affected varied the average cut from the 
national council’s schedules was 19.7 per cent 
and are approximately 28.1 per cent lower than 
the old employers’ liability insurance rates for 
the same classifications and conditions. 

The 94 classifications on which Superintend- 
ent Hyde reduced the rates represent about 80 
per cent of the volume of workmen’s compen- 
sation insurance. 
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L. S. SENIOR REPORTS 





Busy Year for Compensation Inspec- 
tion Rating Board 





58 COMPANY MEMBERS 





Manager Sees Hopeful Prospect for 1927 
—Seek Loss Reduction 


The annual meeting of the Compensatior 
Inspection Rating Board was held in New 
York city last week and heard the thirteenth 
report of the manager and secretary, which 
posts are filled by Leon S. Senior. Mr. Senior, 
in an exhaustive summary of the work of the 
board for the past year, reviewed such im- 
portant efforts as rate revision, excess cover for 
self-insurers, Schedule “Z,”’ experience and 
schedule rating, underwriting practices, cancel- 
lation of risks for non-payment of premium, 
legislation, work of classification and rating 
committees, status of inspection and rating and 
finances. 

With regard to the cancellation of risks for 
non-payment of premium, Manager Senior re- 
ported that: 


A rule has been-adopted requiring members 
to submit reports on all risks cancelled because 
of non-payment of premium. In the beginning, 
information with respect to such risks was 
transmitted through periodical bulletins. Later 
on a system was perfected by which the reports 
are sent to the Library Bureau and transmitted 
directly by the Library Bureau on cards to the 
subscribing companies. Subscription to the ser- 
vice is not compulsory, but all members are re- 
quired to report their cancellations. 


The membership of the Board now comprises 
fifty-eight carriers and includes the Great 
American Indemnity Company and the Ameri- 
can Motorists Insurance Company, both of 
which were admitted during 1926. In conclud- 
ing his report, Manager Senior indicated that 
the prospects for the coming year were hopeful 
when he said: 


Judging from all available indications, the 
prospect for the immediate future seems to 
hold forth the promise ef continued progress. 
It is indeed encouraging 10 observe that numer- 
ous agencies are now at work, all with the ob- 
ject of co-ordinating the various activities of 
employers and insurance carriers, to the end 
that the losses incurred under workmen’s com- 
pensation policies may be reduced: through co- 
operative efforts in preventing accidents, and 
the cost of surgical treatment regulated by the 
application of reasonable limits for medical 
service. These undertakings carried on by pri- 
vate agencies, coupled with the efforts of the 
State to regulate the cost of acquisition ser- 
vice and to make preliminary studies of pro- 
posal; to change the law so as to avoid hasty 
legislation, should eventually bring about a 
change in the insurance aspects of workmen’s 
compensation which would make this important 
branch of casualty insurance still more attrae- 
tive to the carriers constituting the membership 
of this Board. 
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Iowa Auto Bill 


(Concluded from page 3) 


jury, or such other general allegation of fact 
as will on its face show. liability. 


6. An allegation of the fair ammount of dam- 
ages which have been caused by or which will 
probably result from said injury. 

Sec. 3. The application shall be sworn to 
by some person who has knowledge of the facts. 

Sec. 4. The time and place of hearing on 
said application shall be fixed by the court or 
judge by a written order, or by telegraph or 
telephone message. 

Sec. 5. Notice of the time and place of hear- 
ing betore the court or judge on said appli- 
cation shall be personally served at any place 
within the State upon all persons who are al- 
leged to be responsible for said injury, in the 
manner in which original notices in civil cases 
are required to be served. 

Sec. 6. Persons may appear in said proceed- 
ings in person or by attorney. 

Sec. 7. The court or judge shall have full 
authority, on such notice, and service as may 
be deemed fit, to cause parties to be brought 
into the proceedings other than those brought 
in under the original application. 

Sec. 8. At the time and place set for the 
hearing, which may be in term time or vaca- 
tion, the court or judge may proceed as to all 
parties then served or who appear, and con- 
tinue the hearing as to those not served. 

Sec. 9. The application shall be deemed de- 
nied without any formal pleading to that effect. 

Sec. 10. The court or judge may order such 
continuances as may seem necessary, and may 
change the place of final hearing to suit the 
convenience of the parties. 

Sec. 11. The court or judge shall summarily 
hear the application. The issue shall be 
whether all or some of the persons then before 
the court, by service or appearance, are prob- 
ably liable in damages for the injury suffered 
by the person on whose behalf the application 
is made. 

Sec. 12. No holding or order on said appli- 
cation shall be deemed an adjudication of any 
issue thereafter arising in any action growing 
out of the occurrence in which the injury was 
received. 

Sec. 13. The testimony received may be 
taken in shorthand at the expense of the party 
who desires such taking. All witnesses shall 
be paid by the party calling them. 

Sec. 14. If the court or judge finds the af- 
firmative of the saidvissue, an order shall be 
entered which shall require the person or per- 
sons who are found probably to be liable for 
said material injury to furnish, within such 
time as the court may designate, security con- 
ditioned for the payment of any final judg- 
ment which may be obtained against them or 
any of them because of the said injury. 

Sec. 15. The court may order and require 
the security to be given for the joint benefit 
of two or more injured persons. 

Sec. 16. Should the court or judge be of 
the opinion, from the testimony presented, that 
a jury might fairly find that either of two 
injured and contending parties was responsible 
for the injury suffered by the other, then, and 
in such case, each party may be ordered to give 
security in favor of the other and conditioned 
as heretofore provided. 

Sec. 17. No security shall be ordered in 
favor of a party who in the opinion of the 
court or judge fails to show that he was ma- 
terially injured. 

Sec. 18. No such security shall be liable to 
the satisfaction of a judgment against a party 
other than the principal in said security. This 
section shall not be construed to relieve a surety 
from liability on any security on which he is 
surety for a person against whom judgment is 
rendered. 

Sec. 19. The order which requires or which 





refuses to require such security shall be final 
and no appeal shall lie therefrom. 


Sec. 20. The security so required shall not 
exceed the sum of ten thousand dollars 
($10,000). 

Sec. 21. The court or judge shall make all 


necessary orders for the custody and preserva- 
tion of the security given and approved. 

Sec. 22. The security so given shall be sub- 
ject to the approval of the court or judge and 
may consist of: 

1. A deposit of money, or 

2. Personal assets of any nature. 

3. <A personal bond signed by the principal 
and by at least two personal sureties, or 

4. A bond signed by the principal and any 
indemnity insurance company authorized to do 
business in this State. 

Sec. 23. Security in any form given here- 
under shall be deemed given and held condi- 
tional to satisfy any judgment subsequently 
rendered against the principal in said security, 
anything in said security to the contrary not- 
withstanding. 

Sec. 24. The owner or operator of the motor 
vehicle which is alleged to have caused the in- 
jury, may, even though not named in said ap 

lication, appear before the court or judge prior 
to or at the time of said hearing, and show to 
the satisfaction of the court or judge, that an 
automobile liability insurance policy covering 
personal injury or death in the amount of at 
least ten thousand dollars ($10,000) was in 
force and covering said motor vehicle at the 
time of the occasion in question and in such 
case, if the court or judge is satisfied that such 
security is fairly adequate, the application for 
security shall be summarily dismissed, upon 
the depositing of such policy with the court or 
judge. 

Sec. 25. Any person may appear in said 
hearing and, without pleadings, show that he 
was injured on the occasion in question, and 
that a party to the proceedings is responsible 
for such injury and may orally or in writing 
pray for an order for the security herein 
authorized and the prayer shall be granted or 
refused as in other cases herein provided. 

Sec. 26. The failure of any person to give 
the security ordered shall not be deemed a con- 
tempt of court, but such failure shall con- 
stitute a revocation of the registration and 
license of such person to operate a motor ve- 
hicle in this State, and such person shall not 
thereafter operate a motor vehicle in this State, 
until such security is given. 

Sec. 27. The failure of the owner of the 
motor vehicle which is alleged to have caused 
the injury, to give the security when required, 
shall render unlawful the operation, thereafter, 
of said car within the State of Iowa, unless the 
operator show that he did not know of such 
order or did not know that the order had not 
been complied with. 

Sec. 28. The disability imposed by the two 
preceding sections shall be deemed automatically 
cancelled by the subsequent rendition of a final 
verdict which in legal effect exculpates the party 
in question from responsibility for said injury. 

Sec. 29. In case security is ordered and 
given, the failure to commence, within six 
months after such injury was received, an 
action to recover damages because of such in- 
jury, shall automatically cancel such security. 

Sec. 30. Execution on a judgment obtained 
because of said injury may be levied upon any 
cash, or government, municipal or corporate 
bond, stock, or other tangible asset which has 
been deposited as security aforesaid. 

Sec. 31. Action on a surety bond which is 
deposited as security may be commenced within 
six (6) months after the judgment obtained 
for said injury has become final, anything in 
said bond to the contrary notwithstanding. 

Sec. 32. Any person who deposits any tan- 
gible asset as security with knowledge that he 
has no authority to make such deposit, and any 
person who makes any knowingly false rep- 
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resentation relative to the existence of liability 
insurance on saia motor vehicle at the time of 
the occurrence in question, shall be imprisoned 
in the penitentiary of men’s or women’s re- 
formatory for a period not exceeding three (3) 
years. 

Sec. 33. Any person who files an applica- 
tion under this chapter for security on behalf 
of any person other than himself without being 
authorized so to do shall be guilty of a mis- 
demeanor. 

Sec. 34. For the purpose of this chapter, 
unless otherwise provided herein, the term, 

1. “Person” shall, in addition to its ordinary 
meaning, embrace a partnership or corporation. 

2. “Motor Vehicle” shall have the same 
meaning as is provided in the chapter of the 
code entitled “Motor vehicle and law of road.” 

Sec. 35. This act shall not apply to the 
government, or to any municipality thereof, nor 
to the operation of motor vehicles by any steam, 
electric, or street car line as a part of its line 
or system. 

Sec. 36. It shall be presumed that the op- 
eration in this State of a motor vehicle by a 
person who is not the owner of such vehicle 
is with the express or implied consent of such 
owner. 

Sec. 37. The code editor is directed to in- 
sert the preceding section in the chapter of the 
code entitled “Motor vehicles and law of 
road,” 

Sec. 38. This chapter shall take effect on 
January first (1st), nineteen hundred twenty- 
eight (1928). 


APPOINTS O’GORMAN & YOUNG 
Reliance Casualty Names Essex County 
Agents 
The Reliance Casualty Insurance Company 
of New Jersey, through R. B. Taylor, vice- 
president, has announced the appointment of 
O’Gorman & Young, 15 Clinton street, New- 
ark, as its general agents for Essex county. 
The progress of the Reliance to date has been 
exceptionally good and its total premium in- 
come in New Jersey for the last six months of 

1926 was $110,000. 

The Reliance realizes the necessity of taking 
its rates from the manual of the National 
Bureau of Casualty and Surety Underwriters. 
but it assumes that special inducements offered 
to policyholders in the form of a reward for 
careful driving will react on the company in 
the form of a low loss record. Therefore, in 
offering an “Experience Rating” to the policy- 
holder, it is the contention of the officers of 
the Reliance that every policyholder will be 
more careful in the operation of his car in 
order that each renewal of his policy will carry 
with it a slight reduction in premium. This 
feature is unique. 


Southern Surety Suits Up Again 

Des Moines, Ia., January 18.—Suits of the 
Southern Surety Company against nineteen 
surety companies for collection of $1,000,000 
lost in a bank failure at Carnegie, Penna., two 
years ago, will be resumed at the February 
term of Federal court. 

Verdicts which previously went against five 
of the companies are now before the United 
States Court of Appeals. The other cases 
were scheduled for hearing this week but were 
postponed. 
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RECOMMENDS CHANGES 





Massachusetts Commission Reports 
on Workmen’s Compensation 





AGAINST MONOPOLISTIC STATE FUND 





Would Increase Weekly Minimum to $9— 
Other Suggestions Made 

Boston, Mass., Jan. 17.—With arrival of the 
last hour for filing bills for the consideration 
of this year’s session of the legislature today 
it is evident that insurance matters will be 
one of the principal topics for legislative dis- 
cussion and several new laws and changes in 
present laws seem bound to result. 

The special commission which has been con- 
ducting an investigation regarding the work- 
men’s compensation act reported last week 
against the establishment of a monopolistic 
State fund, from which benefits under the act 
should be paid. 

There was one dissenting member of the 
commission. He was Martin T. Joyce, repre- 
senting organized labor. He favored the State 
fund. Two members recommended that work- 
men’s compensation be made compulsory for 
all employers and that a competitive State fund 
be established, entirely apart from the indus- 
trial accident board, from which fund insurance 
would be supplied to employers who could not 
obtain it otherwise. 

The recommendations included a suggestion 
that the minimum weekly payment be increased 
from $7 to $9, the maximum from $16 to $109. 
The report urged an increase in the maximum 
amount payable from $4000 to $5000. Other 
provisions were: 

“That a more liberal and practical method of 
measuring loss of eyesight be provided. 

“Payment of $2 a week for each dependent 
child instead of limiting the number of children 
to five. The total amount payable to depen- 
dents, $6400, should not be increased. 

“That protection of the compensation act be 
extended to employees injured while illegally 
employed, as, for example, in violation of some 
provisions of labor laws.” 

Other recommendations include one that in- 
surers be required to give a week’s notice to an 
injured employe of intention to suspend weekly 
payments in addition to the approval of a mem- 
ber of the board. 

The present rate for hospital care, $21 a 
week, is declared to be too low. 

That the act be extended to cover employees 
sustaining injuries regardless of place, whether 
out of State or not, while actually engaged on 
business of employer. 

A bill has been filed to have payments under 
the act commence from time of injury. At 
present payment starts eight days after the 
injury is sustained. A petition for the repeal 
of the new State compulsory liability automo- 
bile insurance law and calling for the estab- 
lishment of a State fund to cover owner’s lia- 
bility was filed last week by Senator Pond of 
Newton. 

This bill specifies that owners of motor ve- 
hicles, at time of registration, pay to the regis- 





trar a certain premium towards a State fund 
for compensating persons injured and heirs 
of those killed and calls for a reciprocal agree- 
ment along these lines with other States, which 
may establish such funds. 

The bill fixes the premiums, the first year at 
$12 and $25 for passenger cars and trucks re- 


spectively. The present law limits liability to 
$10,000. The new bill sets no limit. 

Senator Bessett of New Bedford has filed a 
bill to compel insurance for State and county 
buildings and school houses of all municipali- 
ties, excepting only the State House. 


COMPENSATION BUREAU MEETING 
Indemnity Insurance Company Becomes 
Chairman—F., Robertson Jones 
Re-elected 


At the annual meeting of the Workmen’s 
Compensation Publicity Bureau, held in New 
York city last week and noted in THE Spec- 
TATOR at that time, the rotating executive com- 
mittee was elected as follows: Indemnity In- 
surance Company of North America, Charles 
F. Frizzel, vice-president and general man- 
ager, chairman; London Guarantee and Acci- 
dent Company, C. M. Berger, United States 
manager, and United States Casualty Com- 
pany, Edson S. Lott, president. According to 
the rule, the committee members move up each 
year so that each in turn becomes chairman, 
but the United States Casualty was re-elected 
to membership following its retention of the 
chairmanship during the past year and so is 
now third on the committee. 


The meeting marked the beginning of its 
fifteenth year by the Bureau, which now has 
25 members. It began with 8 members and has 
made steady growth. The report of Secretary- 
Treasurer F. Robertson Jones was summarized 
in THe Spectator last week and, in addition, 
Mr. Jones discussed such important matters as 
workmen’s compensation in the several States, 
compulsory automobile liability insurance and 
the work of the New York Legislative Indus- 
trial Survey Commission. This Commission ex- 
pires on February 16 and will report on or 
about that time. There were 19 members of 
the Bureau at the meeting and all renewed their 
contracts for the coming year. Mr. Jones was 
re-elected secretary and treasurer. 


W. A. Sadler Joins Metropolitan Casualty 

William A. Sadler, formerly of the Ameri- 
can Employers, has become connected with the 
Brooklyn, New York, branch office of the 
Metropolitan Casualty Insurance Company of 
that city. He will handle surety bond business, 
assisting Carl J. Stephan, manager of the 
branch. Mr. Sadler at one time was with the 
National Surety. 


Death of Mrs. E. A. St. John 
THE SFECTATOR extends its sincere sympathy 
to E. A. St. John, president of the National 
Surety Company, whose wife died this week 
after an extended illness. 
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The Employers’ 
Liability Assurance 
Corp., Ltd. 


The Employers’ Fire 
Insurance Co. 


American Employers’ 
Insurance Co. 


SAMUEL APPLETON BUILDING 
110 Milk Street, Boston, Massachusetts 


Practically every form of Insurance 
except Life 


HEN advertising was in its infancy 

the extravagant claims of adver- 
tisers were excused under the mis- 
nomer of “good advertising.” Reality 
was something else again. 


Times have changed. Truth in adver- 
tising is now demanded by the readers 
of a periodical as well as by any adver- 
tiser worthy of the name. 


The policy of liberal treatment to its 
policyholders plus the policy of fair 
dealing with its representatives is what 
makes “The Service that Satisfies” a 
reality and not a mere advertisement. 


The insuring public also demands sound 
advice on insurance problems. The Em- 
ployers Group agent is sought because 
he can give such advice—because “ Wise 
Men Seek Wise Counsel.” 


Ask any agent of The Employers’ Group. 


(Agency connections still open in several ter- 
ritories. Write Agents Department and your 


latter will be referred to the proper party.) 
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National Surety Organization Hits 
New Mark 





EXECUTIVES’ CLUB DINNER 





Chairman W. B. Joyce Comments on Con- 
ditions—John L. Mee Was Toast- 
master 

“Any insurance company is nothing but a 
disbursing agent and we must take care of 
policyholders and bondholders no matter whom 
it hits.” That was the statement made by Wil- 
liam B. Joyce, chairman of the National 
Surety and New York Indemnity companies, 
in his talk made at the fourth annual dinner 
of the Executives’ Club, which was held at 
the Hotel Waldorf-Astoria in New York city 
last week. The Executives’ Club is composed 
of officials of the National Surety, New York 
Indemnity, National Accounting and National 
List companies. Mr. Joyce also said the Na- 
tional Surety made more money in 1926 than 
in the 10 previous years. 

John L. Mee, vice-president and superintend- 
ent of agents of the National Surety, acted as 
general chairman of the dinner meeting and 
introduced the various speakers with that facil- 
ity of expression for which he has become 
noted. The committee in charge was com- 
posed of W. L. Clemens, chairman, and C. C. 
Spear, Harry Huff and Robert I. Boswell. 
Arrangements of seating and tickets for the 
several hundred guests were in the hands of 
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a committee composed of W. V. Cohen, R. A. 
Algire, O. H. Linn, J. H. Foley, E. L. War- 
field and W. D. Barret. Among the invited 
guests were Don North, former president of 
the Connecticut Agents Association, and 
Walter Bennett, secretary of the National As- 
sociation of Insurance Agents. 

A feature of the after-dinner speaking was 
that Toastmaster Mee had a bell on the table 
before him and allowed each speaker exactly 
two minutes, with the exception of Mr. Joyce 
who took time to review some of his experi- 
ences and those of the National Surety in the 
world of suretyship. 

Mr. Joyce said that for the first time in 10 
years the company has not a single bad case 
on its books on which there is not 100 per cent 


reserve. The National has some of the largest 
fidelity schedules in the world and 10 of the 
largest concerns in the world have been its 
bondholders for periods varying from 10 to 
30 years. Delving into the past, Chairman 
Joyce said that 20 years ago, before the re- 
formation in surety writings of which he was 
the Moses, contract bonds were sometimes 
written for 25 cents per $1000, whereas the rate 
is now $15 per $1000. Court bonds that were 
written at 35 cents per $1000 were now at a 
similar stage of increase. Paying tribute to 
his own men, Mr. Joyce said: “Dollars don’t 
count. We are buying the best brains in the 
world in adding to our organization. There is 
more surety knowledge gathered here before 
(Concluded on next page) 








‘Promoters of ‘Prosperity 


A? one of the most prosperous years in the history of 
the United States nears its close, it is both interesting 
and appropriate to review the methods by which surety 
companies help promote the financial, industrial and com- 
mercial progress of the nation. 


Primarily established to indemnify employers for losses 
caused by the dishonesty of employes, surety companies 
have gradually extended their operations to include the 
issuance of guarantees covering nearly every conceivable 
contingency. 


Surety companies not only relieve corporations, as well as 
individuals, from the dangerous necesssity of giving or 
accepting Personal Surety, but, by lending an element of 
certainty to legitimate transactions, they promote business 
confidence, stimulate private enterprise, and help make 
possible the great public and private operations upon 
which our national prosperity depends. 


For evidence of the growing importance of Corporate Sur- 
etyship, one has merely to trace the remarkable growth of 
the business in the last decade. The total volume of 
fidelity and surety premiums written by all companies in 
1915 was approximately $22,000,000. Five years later the, 
writings were over $48,000,000 and by the end of 1925, they 
had grown to more than $90,000,000. Present indications 
are that this year’s volume will show a material gain over 


1925. 


In view of these figures it seems hardly necessary to point 
out that the insurance agent, who does not represent a 
surety company, is overlooking an increasingly prolific 
source of income. 


FIDELITY AND DEPOSIT COMPANY 
of Maryland 


BALTIMORE 


FIDELITY and SURETY BONDS and BURGLARY INSURANCE 


Sp. 129 
Production Department 

FIDELITY & DEPOSIT COMPANY 
Baltimore, Md. 

If you are not already adequately repre- 





sented in this territory I will be glad to 








have full information regarding an 





agency connection with your Company. 
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‘FENCES’? AND CRIME 


Disposal of Stolen Goods Affects Cas- 
ualty Business 








RESULTS OF INVESTIGATION 





30 Per Cent of New York Burglary Claims 
Estimated as Fraudulent 

For some time past THE SpecraTor has been 
investigating the whole question of the dis- 
posal of stolen property as it may have a bear- 
ing upon the writing of burglary insurance in 
the State of New York and particularly iin 
New York city. Court records, civic authori- 
ties, individuals in touch with the world of 
crime and many other sources have been reached 
in an effort to gather information which would 
be of value to burglary insurance underwriters. 
Carrying out this idea, assistance was given 
to the Prison Committee of the Association of 
Grand Jurors of New York County and the 
report of that body, entitled “Criminal Re- 
ceivers in the United States,” embodies an im- 
mense amount of data on the subject. 

The Prison Committee is headed by Robert 
Appleton and its report as made on Monday of 
this week, in copyrtghted form embracing more 
than 56 pages, is summarized in another article 
in this issue of THE Specrator. The report 
was made to the New York State Crime Com- 
mission, the National Crime Commission, the 
National Commissioners on Uniform State 
Laws, the National Trade Relations Committee 
of the Chamber of Commerce of the United 
States and the Association of Casualty & Surety 
Executives. Those sections of the report 
which have a particular bearing on insurance 
will be printed in THe SpecraTor in continued 
article form until concluded. The first part 
of the insurance section of the Prison Com- 
mittee’s report is as follows: 

“Inquiry into the role of insurance in business 
is pertinent, because “fences” dispose of mer- 
chandise, goods and wares secreted in anticipa- 
tion of fraudulent demands made upon under- 
writers. 

“The assumption of risk is one of the elements 
of a business enterprise. The individual mer- 
chant, firm or corporation must face a variety 
of uncertainties. The hazards of individuals 
are combined with those of others and losses 
are distributed to the group as a whole. 

“Whenever uncertainty can be overcome, in- 
surance plays an important role. 

“The main function of the insurance company 
is to reduce uncertainty by guaranteeing eco- 
nomic protection and not to prevent fraud, ar- 
son, burglary, robbery and other crimes against 
property. 

“Business means profit seeking. The in- 
surance company is a business enterprise de- 
voted to the risk-taking of others and covering 
other business enterprises. Those who are re- 
lieved of risks in their undertakings become 
less careful. Hence the opportunity is given 


to unscrupulous persons to make false claims 
against insurance companies for fictitious losses. 
Thus the insured group of the public must pay 
in premiums, not only for the unavoidable losses 
but for those caused by carelessness and also 


for all fraudulent claims which may be settled 
by the underwriters. 

“In New York city over 30 per cent of the 
total amount of the burglary insurance claiins 
are estimated as fraudulent by Mr. Hoag, 
special agent of the Holmes Electric Protective 
Company. This high ratio of fictitious bur- 
glary losses is most significant, as it indicates 
that a large amount of merchandise must be 
unlawfully secreted and eventually disposed of 
through “fences.” 

“THE Spectator, the leading multiple-line in- 
surance newspaper, has investigated the prob- 
lem of disposal of stolen property as it affects 
casualty policies. In its issue of November 25, 
1926, it commented editorially as follows: 

“‘The whole question of stolen property in 
the crime annals of cities affects the very heart 
and core of burglary insurance underwriting. 
Modern methods of robbery, coupled with the 
disposal of pilfered goods which goes on so 





The report of the Prison Committee 
of the Association of Grand Jurors of 
New York county, just made, deals 
largely with conditions which affect 
burglary insurance. THE SPECTATOR par- 
ticipated in the investigation preceding 
this report, assisted in its compilation and 
is given due credit therefor. Robert Ap- 
pleton is chairman of the committee and 
its findings, as they apply to insurance, 
will be printed in successive issues of this 
paper. Part I of the article is presented 
on this page—Epitor’s NOTE. 











blithely with the assistance of twentieth cen- 
tury modes of dealing and aids to transporta- 
tion, have done much: to make the burglary 
underwriter’s position that of an Alpine tour- 
ist teetering on the edge of a precipice.’ 

“An insurance company combines the risks of 
many into one group and distmbutes the indi- 
vidual losses to its clients as a whole. The 
total losses of all insurance companies, how- 
ever, in each branch of underwriting, are used 
as the basis of making rates which determine 
the cost of insurance sold to the public. Al- 
though the companies are compelled to furnish 
insurance at a uniform premium, their investi- 
gations and requirements of the assured and his 
business enterprise are not uniform. A com- 
pany doing a large volume of business and thus 
having a vast revenue from invested premium 
can afford to take greater risks than a smaller 
organization can afford to do. 

“The moral hazard of the character of the 
applicant for burglary insurance is considered 
in conjunction with physical risks to which the 
premises and the merchandise are subjected and 
the amount of insurance asked, as compared 
to the total value of the property to be covered. 
If electric protection is used, or special watch- 
men employed, reduced rates are allowed. The 
moral hazard is determined, according to an in- 
surance manual, by the following methods, viz.: 

“‘The insurance company’s investigation of 
the risk; through credit books and special re- 
ports; through an investigation bureau that has 
branches throughout the country; the business 
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history of the would-be assured and his stand- 
ing in the community in which he operates. 
The final element necessary to bring the mer- 
chandise risk within the acceptable class is that 
the applicant maintain a proper set of books. 
Probably no one thing has caused more discus- 
sion and dissatisfaction in the adjustment of 
merchandise losses than inferior or inadequate 
bookkeeping systems. * * * Therefore, no 
risks should be accepted unless it is determined 
in advance that the assured will be able to prove 
the amount of his loss by his books, as required 
by the policy. * * * Companies differ in 
their adherence to these principles. * * * 
Some companies adopt a conservative attitude, 
while others are inclined to be more promis- 
cous in their writing.’ 

“Mr. Hoag states that insurance companies 
do not sufficiently urge upon their clients the 
importance of keeping exact business records. 

““Complete accounting of a business enter- 
prise, he comments, ‘should be required’ at the 
time an insurance policy is placed. Subse- 
quently accounts should be taken at regular 
intervals and, in some lines of business, au- 
thority should be given to the accountants of 
the insurance companies to go over the books 
periodically. Although a clever bookkeeper 
might be able to deceive accountants by setting 
up books, in anticipation of a loss, the foregoing 
procedure would largely limit the possibilities 
of his doing so.’ 

“No one would deny the valuable service ren- 
dered by insurance to business. Coincident, 
however, with the expansion and intensive de- 
velopment of insurance in connection with com- 
mercial enterprises serious social and economic 
problems have developed. The individual has 
become less and less responsible as every con- 
ceivable kind of individual economic risk has 
been passed on to the group. In every large 
association of individuals there may be careless 
or unscrupulous persons. The trustworthy bus- 
iness man is protected and his enterprise safe- 
guarded by insurance. Insurance for the com- 
mercial crook is a very profitable field of ex- 
ploitation and thus contributes in some in- 
stances to arson, fraud, faked burglaries and 
fraudulent robberies.” 

(To be continued) 





$40,000,000 Assets 


(Concluded from page 22) 

me than has ever been gathered in any one 
place before. I regard this organization as 
more valuable than all the money rolled up by 
all surety companies in the last 22 years.” 
Secretary Hewitt, of the National, instanced 
some of the surety bonds which the company 
had originated and Comptroller Lofgren said 
that in 1904 the company’s assets were about 
$1,500,000; in 1916 they were $12,900,000; and 
now they were over $40,000,000. 

Among those who spoke, in addition to the 
Officials already mentioned, were: Ed. Allen, 
Joel Rathbone, E. A. St. John, Spencer Wel- 
ton, John Cochrane, M. O. Garner, C. C. Spear, 
W. L. Clemens, W. D. Barret, T. L. Bean, W. 
V. Cohen, Arthur Clark, Sam Bogert, Charles 
H. Burras, Walter Bennett, W. C. Billings, 
B. C. Tickner and Le Roy W. Cuyler. 
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THE DEMAND FOR AN OUTLET FOR CATASTROPHE AND EXCESS REINSURANCE 
OF WORKMEN’S COMPENSATION, LIABILITY AND OTHER CASUALTY LINES 
IN AN AMERICAN COMPANY HAS BEEN MET BY 


American Re-Insurance Co. 


242 S. 13th Street Philadelphia, Pa. 
Aents Sw ee 6 = Ne 


Capital - - - - 750,000.00 
Surplus - -  1,001,125.89 
Voluntary Catastrophe Reserve 500,000.00 


Reserves - -  2,449,090.44 


RE-INSURANCE ONLY 


Specializing in Workmen's Compensation, Catastrophe and Excess Liability Treaties 


Competing with no direct-writing Insurance Company 
Qualified before U. S. Treasury and Licensed by Principal States 


Finanelally Strong Conservatively Managed Liberal Contracts 
CORRESPONDENCE INVITED 























NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


Minneapolis.Minn. 
O. J. ARNOLD, President 


42nd Year---A Year of Progress 


Gain in Paid-for Insurance in Force, over 





22 Million Dollars (10%) 
An increase over 1925 gain of over e 

5 Million Dollars (30%) 
Admitted Assets increased over 

3 Million Dollars (15%) 


New in surance Written, Paid-for basis, over 


441, Million Dollars 
An increase of 


2%4 Million Dollars (6%) 
Admitted Assets Dec. 31, 1926—$24,876,465 

















Insurance In Force—$234,576,697 | : 

















CAPITAL AND SURPLUS EXCEED $3,500,000.00 








Eastern Department 
100 MAIDEN LANE 


NION INDEMNITY BUILDING 
. NEW ORLEANS NEW YORK 





A Progressive SURETY and CASUALTY Company 
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Home Office Building Jefferson Standard 
LIFE INSURANCE CO. 


has some excellent 
territory open 


if interested, Write 


JULIAN PRICE 
President 





* insurance in Force Over 
$265,000,000 


Greensboro, North Carolina 














INCORPORATED 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY 
Policies from $1,000.00 to $100,000.00, 
with premiums payable annually, semi-annual- 
ly or quarterly, and 
INDUSTRIAL’ Policies up to $1,000.00, with 
premiums payable weekly. 


- CONDITION ON DECEMBER de: 1925 


Ce EE PIPES SOE wesues . $46,562,667 .40 
DIS ocistiaiacs sma sine e's 6 celaalediaiclanalneared 39,940,092 .26 
Re INT COIN. oni. .0 5.0.6 sis acio'sawielarae savoee 6,622,575 .15 
PEATE TE OOD so od cis 6 0:s:010cinsee- cee voeieent 292, 1.00 
Payments to Policyholders..............cee0- 3 392,156. 76 
Total Payments to Policyholders since Organiza- 

Bac estdicusensederesecteaeemecsens . $39,176,371 91 


BRADFORD H. WALKER, President 
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ACCIDENT 

In order for an insurance company to dc- 
fend an action on an accident policy on the 
ground that the injury of the insured was 
due to his own unlawful act, it must appear 
that the insured received the fatal injuries 
in an affray provoked by his own unlawful 
act which endangered the safety of others. 

On August 16, 1923, the insured and three 
companions were making an automobile trip 
while somewhat intoxicated. A party of 
motorists, which included’ a Deputy Sheriff 
and a County Attorney, were proceeding in the 
opposite direction and as they approached the 
car of the insured, which was parked at the 
side of the road at the time, they noticed the 
insured scuffing in the road with one of his 
companions and then saw a bottle thrown into 
a cornfield at the side of the road. The Deputy 
Sheriff, having stopped his car, came over to 
the insured and his companions and demanded 
that the bottle, which had been thrown away, 
be returned to the car. The party having de- 
nied that they had any bottle, the sheriff pro- 
ceeded to search the rear seat of the car even 
though the insured protested that he had no right 
to do so without a warrant. When the Deputy 
attempted to search the front seat, the insured 
again protested that the search could not be 
made without a warrant, whereupon the sheriff 
made a gesture as if to take hold of the in- 
sured, at the same time saying: “If you don't 
keep still I will take you with me.” “No you 
won't,” replied the insured, stepping back and 
at the same time reaching for his hip pocket. 
Seeing the gesture, one of the members of the 
sheriff's party quickly struck the insured on 
the jaw with his fist, knocking him down, from 
which position he tried to get up but failed. 
The insured was lifted into the car, where he 
died a few minutes later. A subsequent search 
proved that there was no liquor in the car, but 
the bottle, which had been previously thrown 
into the cornfield, was retrieved and found to 
contain moonshine liquor. 

An action was instigated to recover the sum 
of $2,500 from the defendant insurance com- 
pany which had issued an accident policy to the 
insured, by the terms of which the defendant 
had agreed to indemnify “if death of the in- 
sured shall result from bodily injuries effected 
directly and independently of all other causes 
through external, violent and accidental means.” 
At the trial this was the only provision in dis- 
pute, and a jury having returned a verdict in 
favor of the plaintiff, the company appealed 
from an order denying a new trial. 

While conceding that the death of the in- 
sured was a result of injuries produced by a 
blow on the jaw, the company contends that 
the blow was struck in self defense and hence 
seeks to invoke the rule that where the insured 
makes an unlawful assault upon another per- 
son, which is likely to result in a homicide, and 
sustains fatal injuries in making such an as- 





sault, his death is not caused by “accidental 
means” within the meaning of an accident pol- 
icy. The court of review, in considering this 
contention of the defendant-appellant, states 
that this rule has no application “unless the in- 
sured was the aggressor and the quarrel was 
of such a nature that serious injuries were 
likely to result.” 

At another point in its opinion, the court, in 
sustaining the verdict of the lower court, states: 
“While Krahn protested vigorously against 
searching the car without a warrant, there is 
no claim that he made any threats, or any hos- 
tile demonstration or movement other than 
swinging his hand to his hip pocket. A small 
automatic revolver was found in this pocket 
underneath a handkerchief; but Krahn had not 
withdrawn the revolver, nor put his hand in 
the pocket containing it. In our opinion, the 
evidence would not justify a finding that Krahn 
had been guilty of conduct which brought him 
within that invoked by defendant. To relieve 
defendant from fiabil‘ty under the policy, it 
must appear that Krahn made an unlawful as- 
sault in which he endangered the safety of 
others, and that he received the fatal injuries 
in the affray thus provoked by his own unlaw- 
ful act. The evidence does not go to that 
extent.” 

(Lothrop vs. Travelers’ Ins. Co., Supreme 
Court of Minnesota, 209 Northwestern Re- 
porter 20.) 

LIFE 

The limitation of liability, in a life policy, 
if the insured die within one year by his 
own hand or act does not refer to accidental 
death but to suicide only. 

The policy of life insurance under considera- 
tion contained the following provtsion: “Sui- 
cide. If the insured within one year from the 
date of issue hereof die by his own hand or 
act, whether sane or insane, the liability of the 
company hereunder shall be limited to an 
amount equal to the premiums which have been 
received, without interest.” 

To a suit by the beneficiary on the policy, 
the company denied liability solely upon the 
ground that the death of the insured was 
caused by his own hand or act. To substan- 
tiate this contention, the company introduced 
evidence tending to prove that the insured made 
statements, three or four days before his death, 
to the effect that he intended to commit suicide. 
The defendant also offered in evidence proofs 
of death which contained findings of the cor- 
oner’s jury that the insured came to his death 
by his own hand. 

The trial court charged the jury that if the 
insured committed suicide or caused his death 
by his own hand or act, the plaintiff could not 
recover the amount of the policy. A verdict 
having been rendered in favor of the defend- 
ant, the plaintiff appealed from a ruling deny- 
ing a new trial. 
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The Court of Appeals, in reversing the judg- 
ment, stated that the limitation of liability con- 
tained in the provision just quoted refers to 
death by suicide only and not to cases where 
the death was caused by the insured’s own hand 
or act without suicidal intent. The court fur- 
ther held that the trial court’s charge to the 
jury constituted sufficient error to require a 
new trial because it tended to give the jury the 
impression that the plaintiff could not recover 
if the insured had accidentally caused his death 
by his own hand or act, regardless of intent. 

In considering the admission, by the trial 
court, of evidence containing the verdict of the 
coroner’s jury, the Court of Appeals said: 
“The verdict of the coroner’s jury which found 
that the deceased came to his death by his own 
hand was not an adjudication against the plain- 
tiff in a swt upon the policy. The verdict 
amounted to no more than hearsay, and was 
not competent to establish the cause of the 
death of the insured. Since the insurance com- 
pany admitted the death of the insured, and 
defended against it upon the ground that he 
came to his death by his own hand or act, the 
written proof of death filed with the company 
by the plaintiff, which was relevant only to 
establish the fact of death, which was undis- 
puted, was irrelevant and immaterial to estab- 
lish any issue. Since the proof of death, which 
was admitted in evidence when offered by the 
defendant, contained as a part thereof the ver- 
dict of the coroner’s jury to the effect that the 
death of the deceased was caused by his own 
hand, and also contained as a part thereof the, 
evidence adduced before the coroner’s jury, 
all of which was hearsay, it was prejudicial 
to the plaintiff, and its admission in evidence 
over the plaintiff’s objection on the ground of 
irrelevancy was error.” 

(Freeman vs. Metropolitan Life Ins. Co., 
Court of Appeals of Georgia, Division No. 2, 
134 Southeastern Reporter 639.) 





Albany Legislation 

ALBANY, N. Y., January 13.—Additional 
compensation law amendments have been intro- 
duced in the House, as follows: 

Assemblyman Breen, amending subdivision 6, 
section 15, increasing from twenty to thirty 
dollars the weekly maximum compensation for 
disability. 

Assemblyman Breitenbach, amending  sub- 
divisions 2 and 5, section 15, by striking out 
the $3500 limitation on compensation for tempo- 
rary total and temporary partial disabilities. 

Assemblyman Phelps, amiending section 13, 
relating to employees requiring immediate med- 
ical or other attendance; amending section 26, 
relating to assessments levied upon employer 
or insurance carrier; amending section 20, pro- 
viding all awards shall bear interest from the 
date of the making thereof instead of thirty 
days thereafter; amending subdivision 3 sec- 
tion I5. 
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If you drain the com- 

munity pond by sending 

your premiums away, 

there won’t be much 
game left. 


Make your connection 
with a company that 
keeps its premiums in 
your territory—has you 
bank them locally and 
makes its investmentsin 
the territory it serves. 


Write for our coopera- 
tive plan. 
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consist of capital, (Top Contracts Available in ) 
buildings, machinery, Alabama Wiinole: orth Delta 
stock and human per- na homa 
sonnel—a business con- g vane jews Panauyanla 
sists of customers and Colorado Kentucky Tennessee 
selling more to old cus- gan exas 
tomers. This, National — wee 
Life salesmen are doing \ New Mexico J 


every day. So favorable 
are its low-cost policies that N. L. A. men experience little 
difficulty in selling additional insurance to old policyholders. 


One man in a small town in Texas confines himself solely to 
his home community and has averaged $22,792.00 per month 
for the 94 months of his contract. 


Opportunity Is Ringing YOUR Doorbell 


You can do as well as some National Life salesmen who in- 
creased their income by 50% last year. A National contract 
is your opportunity. Do not pass it by. Correspondence in- 


vited. 
AGENCY DEPARTMENT 


National Life Association 
Home Office: Des Moines, Iowa 

















HARPER’S LIFE INSURANCE LIBRARY 





Edited by 
Joun A. Stevenson, Second Vice-President, Equitable Life Assurance Society 
of the U. S. 


AND 
GrirFIn M. Lovetace, Third Vice-President, New York Life Insurance 
Company: formerly Director, — Insurance Training Course, New York 
niversity 


Endorsed by 


The National Association of Life Underwriters and 
The Life Underwriters Association of Canada 


LIFE INSURANCE FUNDAMENTALS 
By Griffin M. Lovelace. Presents the theory and practice underlying life insurance. 
The aim is to equip the urderwriter as a competent counselor as well as salesman. 
Price, $3.25. 

SELLING LIFE INSURANCE 
By John A. Stevenson. Presents the most modern and effective practices in ife 
underwriting. Price, $3.50. 

——, hf SITUATIONS 
By Griffin M. Lovelace. Shows the underwriter how to on individual needs 
of his clients. The Case Method is employed. Price, $2.25. 

PSYCHOLOGY OF SELLING LIFE INSURANCE 
By E. K. Strong, Jr. Explains the psychological principles of underwriting in non- 
technical e. Price, $4.00. 

MEETING OBJECTIONS 
By Jchn A. Stevenson. Prepares the underwriter to a the objections with which 
he is at one time or another confronted. Price, $1.50. 

HOUSE OF PROTECTION, THE 
By Griffin M. Lovelace. Enables the underwriter to advise bis client how to obtain 
adequate ——.. eigen insurance is thoroughly discussed. Prices, $1.50; 
Flexible Edition, $2.00. 

LIFE age Bi AS A CAREER 

By Edward A. Woods. Answers the questions as to what life underwriting offers 

as a career. Price, $2.25. 

INHERITANCE TAXATION 
By Leon Gilbert Simon, Shows the advantage of life insurance to people of large 
means for use in defraying their inheritance taxes without impairing the principals 
of their estates at dea Price, $5.00. 


THE SPECTATOR COMPANY 
Selling Agents 
NEW YORK 
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MATTHEW H. TAGGART HEADS PENN- 
SYLVANIA DEPARTMENT 
Sunbury Lawyer Succeeds Einar Barfod— 
Department to Be Expanded 


PHILADELPHIA, PENNA., January 17.—The 
selection of Col. Matthew H. Taggart of Sun- 
bury, Penna., and a prominent lawyer of that 
place, for the important post as Insurance 
Commissioner of Pennsylvania, in the cabinet 
of the new Keystone State Governor, John S. 
Fisher, seems to be meeting with approval gen- 
erally throughout Pennsylvania. The new 
Commissioner is considered a capable execu- 
tive and from rumors afloat will entirely re- 
organize the department over which he has just 
taken charge. While Mr. Taggart has a more 
or less limited experience regarding the tech- 
nicalities of the many lines of insurance, his 
splendid legal ability and experience will be of 
inestimable value to the citizens of the Com- 
monwealth and the insurance fraternity. 

It is learned from reliable sources that an 
advanced step will be taken in the conduct of 
the department’s affairs in that two deputy 
commissioners will be appointed, in the past 
only one deputy has been provided to assist in 
the executive handling of the work. Both of 
the deputies are to be experiencd insurance men, 
if they can be obtained. This will indeed be 
very pleasing to the whole insurance fraternity 
as it will be following out just the purpose 
proposed by the Insurance Federation of the 
State, when that organization requested Gov- 
ernor Fisher to appoint one of its past presi- 
dents. The salary of the Commissioner is ex- 
pected to be increased to ten thousand dollars 
with substantial salary increases for the depu- 
ties and all the department employees. 

Col. Taggart, was an inspector of the Penn- 
sylvania troops, Twenty-eight Regiment, during 
the recent World War and was Republican 
County Chairman of Northumberland county, 
Penna., for several years. He led the recent 
political campaign in that section of the State 


and his appointment is considered as reward. 


for his untiring political efforts. He is highly 
regarded throughout Central Pennsylvania and 
has been legal counsel for some of the very 
largest corporations doing business in that 
vicinity. 

Col. Taggart succeeds Einar Barfod, who has 
been attracting considerable attention to him- 
self by his activities during the few months 
that he has been in office. He has taken action 
against a number of the smaller local and 
foreign companies, refusing to renew their 
licenses. It is not yet known what action the 
new Commissioner will take with regard to 
Mr. Barfod’s investigations. 


Joseph E. Kennedy Is Wisconsin Deputy 

Mapison, Wis., January 18—Joseph E. 
Kennedy, Oshkosh, has been appointed deputy 
insurance commissioner for Wisconsin, it was 
announced by Milton A. Freedy, State Commis- 
sioner of Insurance. 

Mr. Kennedy for the past 12 years has been 
connected with mutual companies. Prior to that 


he was in the fire marshal’s office at Madison. 
At one time Mr. Kennedy was county superin- 
tendent of schools in Sheboygan county. 





COMMITTEES ANNOUNCED 





Harry L. Conn Selects List for Com- 
missioners’ Convention 





MANY CHANGES NOTICED 





Wesley E. Monk Heads Fire Insurance 
Committee—William R. Baker, Chair- 
man of Laws and Legislation 
Group 
Harry L. Conn, president of the National 
Convention of Insurance Commissioners, has 
announced the personnel of the convention’s 

standing committees. They are as follows: 


Accident and Helath—Clarence C. Wysong, chair- 
man, Indiana; John E. Sullivan, New Hampshire; 
John R. Dumont, Nebraska; John C. Luning, Florida; 
J. G. McQuarrie, Utah; George W. Wells, Jr., Min- 
nesota; John J. McMahan, South Carolina; Einer 
Barfod, Pennsylvania. 

Rates of Mortality and Interest—George W. Wells, 
Jr., chairman, Minnesota; Edward Maxson, New Jer- 
sey; Robert C. Clark, Vermont; Carville D. Benson, 
Maryland; Howard P. Dunham, Connecticut; H. U. 
Bailey, Illinois; Frank N. Julian, Alabama; 
ket aie el dial avetale , West Virginia. 

Fraternal Insurance.—T. M. Henry, chairman, Mis- 
sissippi; William R. Baker, Kansas; 
Michigan; George W. Wells, Jr., Minnesota; R. S. 
Burlingame, Rhode Island; J. G. McQuarrie, Utah; 
Harry A. Loucks, Wyoming; R. L. Daniels, Texas. 

Fire Insurance.—Wesley E. Monk, chairman, Mass- 

achusetts; Ben C. Hyde, Missouri; Albert S. Cald- 
well, Tennessee; Frank N. Julian, Alabama; H. O. 
Fishback, Washington; Olaf H. Johnson, Wisconsin; 
Joseph Button, Virginia; Howard P. Dunham, Con- 
necticut; John R. Dumont, Nebraska; Will Moore, 
Oregon. 
Bureau.—Sheldon M. Saufley, chairman, 
Kentucky; Jesse G. Read, Oklahoma; Howard P. 
Dunham, Connecticut; Jackson Cochrane, Coloradoo; 
G. H. Helgerson, South Dakota; Ray A. Yenter, Iowa; 
Carville D. Benson, Maryland; Einer Barfod, Penn- 
sylvania. 

Reserves Other Than Life.—John D. Saint, chair- 
man, Louisiana; William R. Baker, Kansas; John E. 
Sullivan, New Hampshire; R. L. Daniel, Texas; 
Charles R. Detrick, California; Claude Duty, Arkan- 
sas; Ray A. Yenter, Iowa; D. C. Neifert, Idaho. 

Assets of Insurance Companies.—John C. Lun- 
ing, chairman, Florida; John E. Sullivan, New Hamp- 
shire; George P. Porter, Montana; Sheldon M. Sauf- 


Actuarial 


ley, Kentucky; Stacey W. Wade, North Carolina; 
Harry A. Loucks, Wyoming; S. A. Olsness, North 
ji eer ere. , Michigan; Einer Barfod, Penn- 
sylvania. 

Social Insurance.—George P. Porter, chairman, 
Montana; Jackson Cochrane, Colorado; Will Moore, 


Oregon; S. A. Olsness, North Dakota; D. C. Neif- 
ert, Idaho; Ray A. Yenter, Iowa; Joseph Button, 
Virginia; H. U. Bailey, Illinois; 
Virginia. 

Codification of Rulings——H. O. Fishback, chairman, 
Washington; S. A. Olsness, North Dakota; Carville 
D. Benson, Maryland; J. D. Saint, Louisiana; T. M. 
Baldwin, District of Columbia; Claude Duty, Arkan- 
sas; Michigan; West 
Virginia. 

Credentials—-T. M. Baldwin, Jr., chairman, Dis- 
trict of Columbia; T. M. Henry, Mississippi; R. S. 
Burlingame, Rhode Island; D. C. Neifert, Idaho; H. 
U. Bailey, Illinois; Einer Barfod, Pennsylvania. 

Miscellaneous.—Stacey W. Wade, chairman, North 
Carolina; George P. Porter, Montana; S. A. Olsness, 
North Dakota; Walter B. Wagner, New Mexico; G. 
H. Helgerson, South Dakota; R. L. Daniel, Texas; 
T M. Baldwin, Jr., District of Columbia; John J. 
McMahan, South Carolina. 

Laws and Legislation.—William R. Baker, chairman, 
Kansas; Wesley E. Monk, Massachusetts; Jesse G. 
Read, Oklahoma; Howard P. Dunham, Connecticut; 
Ben C. Hyde, Missouri; Charles R. Detrick, Califor- 
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nia; Olaf H. Johnson, Wisconsin; Sheldon M. Sauf- 
ley, Kentucky; Corville D. Benson, Maryland; Rob- 
ert C. Clark, Vermont. 

Blanks.—H. D. Appleton, chairman, New York; W. 
A. Robinson, Ohio; A. E. Linnell, Massachusetts; C. 
B. Coulbourn, Vrginia; R. E. Daly, Missouri; R. W. 
Brockett, Iowa; H. G. Brunquell, Wisconsin; Jear 
M. Legris, Rhode Island; W. M. Corcoran, Connecti- 
cut; J. H. Washburn, Tennessee; W. H. Huehl, In-- 
diana; C. F. Hobbs, Kansas. 

Taxation.—John R. Dumont, chairman, Nebraska; 
Sheldon M. Saufley, Kentucky; Ben C. Hyde, Mis- 
souri; Walter B. Wagner, New Mexico; Wesley E. 
Monk, Massachusetts; Jesse G. Read, Oklahoma; 
James A. Beha, New York; John J. McMahan, South 
Carolina. 

Workmens Compensation.—Ray A. Yenter, chair- 
man, Iowa; Frank N. Julian, Alabama; Charles R. 
Detrick, California; James A. Beha, New York; John 
R. Dumont, Nebraska; Robert L. Daniel, Texas; Clar- 
ence C. Wysong, Indiana; Wesley E. Monk, Massa-. 
chusetts; Joseph Button, Virginia. 

Examinations.—Joseph Button, chairman, Virginia;: 
Jesse G. Read, Oklahoma; Albert S. Caldwell, Ten- 
nessee; Sheldon M. Saufley, Kentucky; John E. 
Sullivan, New Hampshire; H. O. Fishback, Wash- 
ington; John R. Dumont, Nebraska; Charles R. Det- 
rick, California. 

Publidity and Conservation.—Will Moore, 
man, Oregon; Jackson Cochrane, Colorado; J. G. 
McQuarrie, Utah; J. D. Saint, Louisiana; Edward. 
Maxson, New Jersey; Claude Duty, Arkansas; R. S. 
Burlingame, Rhode Island. 

Fidelity and Surety.—Carville D. Benson, chairman,. 
Maryland; Albert §S. Caldwell, Tennessee; H. U. 
Bailey, Illinois; Clarence C. Wysong, Indiana; Wil- 
liam R. Baker, Kansas; D. C. Neifert, Idaho; John 
C. Luning, Florida; James A. Beha, New York. 

Unauthorized Insurance.—Robert C. Clark, chair- 
man, Vermont; T. M. Henry, Mississippi; T. M. 
Baldwin, District of Columbia; John C. Luning, Flor- 
ida; J. D. Saint, Louisiana; Stacey W. Wade, North 
Carolina; Ray A. Yenter, Iowa; Walter B. Wagner, 
New Mexieas cic ncnsancvee » Michigan. 

Valuation of Securities—James A. Beha, chairman, 
New York; Wesley E. Monk, Massachusetts; Robert 
C. Clark, Vermont; Olaf H. Johnson, Wisconsin; 
George P. Porter, Montana; H. O. Fishback, Wash- 
ington; T. M. Henry, Mississippi; Edward Maxson, 
New Jersey. 

Unfinished Business.—Jackson Cochrane, chairman, 
Colorado; Harry A. Loucks, Wyoming; George P. 
Porter, Montana; Will Moore, Oregon; R. S. Bur- 
lingame, Rhode Island; John C. Luning, Florida. 

Rates of Insurance Companies.—Edward Maxson, 
chairman, New Jersey; Clarence C. Wysong, Indiana; 
Albert S. Caldwell, Tennessee; Stacey W. Wade, 
North Carolina; Frank N. Julian, Alabama; George 
W. Wells, Jr., Minnesota; Ben C. Hyde, Missouri; 
J. G. McQuarire, Utah; Claude Duty, Arkansas. 
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Insurance Recommendations of Wiscon- 
sin Governor 

Manpison, Wis., January 15.—Governor Fred' 
R. Zimmerman, in a message to the Wisconsin 
Legislature on Thursday, January 13, recom- 
mended the appointment of a non-partisan 
committee to investigate the subject of taxa- 
tion in the State and asked that State insurance 
funds now invested by the Commissioner of 
Insurance be placed in the hands of another 
board. There were practically no definite rec- 
ommendations on insurance. The only state- 
ment which the governor’s message had upon 
the subject of insurance is as follows: 

The interim committee makes a recommenda- 
tion on the subject of insurance which should 
receive your attention. We should not handicap 
insurance companies which are organized un- 
der the laws of our State by taxing them at a 
higher rate than is placed upon their competi- 
tors organized in other States but doing busi- 
hess in Wisconsin. 
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LEON IRWIN & CO., Inc., New Orleans, La. 


Representing 
Fidelity Phenix Fire United States Fire National Fire of 9 
of New York ‘of New York Hartford 


tomobile of Hart- National Liberty of New Amsterdam 
“ - New York Co. 








GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 





HENRY R. CORBETT 
ACTUARY 


Specialty — Pension Funds 
and Employee’s Benefits. 





























= eis dia BeneSt and Pension Punds 175 W. JACKSON BLVD. CHICAGO 
National Union of York came eUkaceTED 25 SPRUCE ST. NEW YORK 

Inspectors and Adjusters 

Actuarial - ial EMPIRE INSPECTING AND ADJUSTING CO 








Established 1865 by David Parks Fackler 
EDWARD B.FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 


Consulting Actuaries 


Audits Calculations Consultations 
Examinations Valuations 
50 BROAD STREET NEW YORK 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bidg. ATLANTA, GA. 








SPECIALIZING IN FIRE AND CASUALTY 
INSPECTIONS AND ADJUSTMENTS 
FOR COMPANIES 


417 BRAMSON BLDG. BUFFALO, N. Y. 























MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


Bar Building, 36 W. 44th St. 
NEW YORK 


COPELAND and COTHRAN 


CONSULTING ACTUARIES 


1027 Candler Building 
ATLANTA, GEORGIA 


Statisticians 

















Woodward, Fondiller and Ryan 
CONSULTING ACTUARIES 


Actuarial and Statistical Service in all Branches 
of Insurance and for Pension Funde—Offiee Systems 
and R isati I Accounting and 





Auditing. 


78 Fulton Street New York 





E. L. MARSHALL 
CONSULTING ACTUARY 
Hubbell Building’ 

DES MOINES, IOWA 





Underwriters 
Statistical 
Bureau, Inc. 





We render complete statistical service and 
i 6 ee ee 


es or comp- 


Phone: BEEKMAN 1461 
81 Fulton St. New York City 























DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 


T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg., OKLAHOMA CITY, OKLA. 














A. SIGTENHORST,F. A.1.A. 
CONSULTING ACTUARY 


National City Bunk Bidg., WACO, TEXAS 


F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 
BURNS & SPEAKMAN, Certified Public Accountants 


THE BOURSE PHILADELPHIA 

















JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 


LIFE INSURANCE—Ordinary, Intermediate, Group, 
Industrial and Special Classes 
WORKMEN'S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Treopical Business 
Cable Address: Gertract, New York 

165 BROADWAY NEW YORK CITY 
Room 101 Memorial Bidg., Nashville, Tenn. 








HAIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
OMAHA DENVER DES MOINES 


ABB LANDIS 
CLARENCE L. ALFORD 


Consulting Actuaries 


INDEPENDENT LIFE BLDG. 
NASHVILLE, TENNESSEE 

















L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 








AN INTRODUCTION 
TO THE HISTORY OF 
LIFE ASSURANCE 


By A. Fingland Jack, M. Com. 


This informative work treats of certain 
main factors in the development of the 
insurance idea, and affords the student a 
clear understanding of the conditions 
which led up to the great and useful insti- 
tution of life insurance as at present 
organized. 

It is a valuable historical record and 
gives evidence of exhaustive research, 
containing many explanatory notes, to- 
gether with an extensive list of works re- 
ferred to in the notes, including books 
printed in English, French and German. 

The book is also amply indexed. 


Among the subjects discussed are the 
Roman Collegia; Gilds and Gild Re- 
lief; Usury; Rents or Annuities; The 
Montes; Gambling Insurance; Holtz- 
schuher, Olbrecht and Tonti; The 
Science of Life Contingencies; 
Friendly Societies, and the Coming 
of the Great Companies. 


Cloth binding, 263 pages 
PRICE, $2.00 
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INSURANCE STOCKS 
All Bids and Quotations Subject to Con- 
firmation 

The following quotations, as of Jan. 17, 
1927, are from reliable houses, and if any of 
our readers are interested in stocks not appear- 
ing in this list, the Research Bureau of THE 
SPECTATOR will endeavor to give to any cor- 
respondent whatever information may be de- 
sired. 

It can be readily understood that these quo- 
tations are not firm, due to the fluctuation of 
the market and are only intended to indicate 
the activity of their trading: 


Bid Offered 
Alliance Fire 
MeCown & Co, Phila... .cseeces 48 52 
Agricultural Ins. Co. 
Arthur Atkins & Co., N. Y........ 250 
American Alliance 
ge eS ae, ree 315 325 
J. K. Rice, Jr., & Co., Sa 5 Pe 310 320 
Arthur Atkine & Co., N. Y........ 312 etna 
Bankers & Shippers 
Curtis & Sangeet, Nie Yc. cc ccvcose 285 300 
Arthur Atkins & Co., N. Y........ 285 300 
Camden-Fire 
McCown & Co., Phila. and N.Y... 14% 16% 
Arthur Atkins & Co., N. Y........ 14% 16 
Carolina Insurance 
Arthur Atkins & Co., N. Y........ 35 37 
j. K. Rice Fr. .& Co., N. Y....5.2 36 38 
Continental Ins. Co. 
Arthur Atkins & Co., N. Y........ 139 141 
Federal Union Life 
A. & J. Frank Co., Cincinnati...... 26 30 
evidielity Phenix 
Arthur Atkins & Co., N. Y........ 99 101 
Fidelity & Casualty 
Arthur Atkins & Co., N. Y........ 153 158 
J. K. Rice, Jr., & Co., Es 6 ete 99 101 
Fire Association of Philadelphia 
McCown & Co., Phila. and N. Y... 52 53% 
Fireman's Ins. Co. of Newark 
Arthur Atkins & Co., N. Y........ 218 222 
Girard Life 
McCown & Co., Phila. and N. VY... 13% 15 
Glens Falls 
Arthur Atkins & Co., N. Y........ 40 42 
Globe & Rutgers 
Arthur Atkins & Co., N. Y........ 1580 1625 
Custis & Gamget, N.Y. cccccceccwe 1580 1620 
Great American 
Arthur Atkins & Co., N. Y........ 295 298 
JIE. Mace: Te. & Co, Ne Bak snes 295 300 
Hanover Fire 
Arthu: Atkins & Co., N. Y........ 209 215 
Harmonia Insurance (New Stock) 
Arthur Atkins & Co., > vom aee oe 41 45 
J. K. Rice, Jr., & Co., X. iplapect ile ee 43 47 
Home Insurance 
Jom. Bice. ti, & Oo, Wy Vic ccs. 385 390 
Homestead 
J... Bet, Ir. & Co. Ne Vises ec 27 30 
Importers & ‘Exporters 
Arthur Atkins & Co., ali Siero eecwe 70 a 
Cictis & Sauaet; IN; V6 bc cece 70 75 
Independence Ind. Ins. ‘Co. 
McCown & Co., Phila. and N. Y... 300 330 
International Co. of St. Louis, Pfd. 
A. & J. Frank Co., Cincinnati...... 2% 
vy z Southern Life 
& J. Frank Co., Cincinnati...... 2% 23% 
Seen Co. of North America 
McCown & Co., Phila............ 54 56 
Insurance Securities Co., Inc. 
(Union Indemnity Group) 
Gilbert Elliott & Co., N. Y........ 20 22 
tLumbermen’s Ins. 
McCown & Co., Phila. and N. Y... 85 95 
Maryland Casualty 
Curtis & Sanger, N. Y...... abil ty 99 102 
Milwaukee Mech, 
Arthur Atkins & Co., N. Y........ 33 36 
Custio @ Gameet, IN, . . ccc ccs ee 34 36 
Missouri State Life 
A, J. Frank Co., Cincinnati........ 98 100 
National Surety 
Caantie & Sanger, 1. Yi... ce cssees 242 246 
New Jersey Fire Insurance 
Arthur Atkins & Co., N. Y........ 36 40 
New York Cas. 
Arthur Atkins & Co., N. Y........ 89 94 
Niagara Fire 
Arthur Atkins & Co., N. Y........ 246 
North River 
Arthur Atkins & Co., N. Y........ 122 
Ohio National Life 
A. & J. Frank & Co., Cincinnati.... 33 
Philadelphia Life 
McCown & Co., Phila. and N. Y... 13% 15 
Reliance 
McCown & Co., Phila............. 22% 23% 
Stuyvesant 
ry > Athi & Go. Won. ices 180 188 
U. S. Fire 
Arthur Atkins & Co., N. Y........ 169 174 
U. S. Merchants and ade 
Arthur Atkins & Co., N. Y........ 263 ware 
Custis & Sanget, N.Y... .cccccvecs 265 272 


must replace 


Bid Offered 


Victory Insurance 
McCown & Co., Phila. and N. Y... 2214 23% 
Westchester Fire 
Arthur Atkins & Co., N. Y........ 4444 45% 
* Stock dividend. 
+ New stock. 


HARTFORD STOCKS 
*Aetna Casualty and Surety 


Conning & Co., Hartfo)d.......... 690 710 

Markham & Company............ 690 dude 

Roy T. H. Barnes & Co., Hartford. .... 700 
*Aetna Insurance (Fire) 

Curtis & Ganges, NoY «cc ccccececs 500 510 

Conning & Co., Hartford.......... 505 515 

Markham & Company............ 505 515 

Roy T. H. Barnes & Co., Hartford. 505 515 
*Aetna Life Stock 

Curtis & Sanger, N.Y occ cs cccciscse 551 558 

Conning & Co., Hartford.......... 551 558 

Markham & Company............ 530 555 

Roy T. H. Barnes & Co., Hartford. 550 555 
Aetna Life (Full Paid Receipts) 

Conning & Co., Hartford.......... 540 555 

Markham & Company D iieceésece 2 540 555 
Automobile Insurance 

Conning & Co., Hartford.......... 250 260 

Markham & Comp POs has dnd o.9%0 255 eee 


Roy T. H. Barnes & Co., Hartford. 250 
Conn, General Life 
Conning & Co., Hartford.......... 1650 1675 
Markham & Company Pe ae indo deer ee 1650 1700 
Roy T. H. Barnes & Co., Hartford. 1625 - 
*Hartford Fire 
Conning & Co., Hartford.......... 495 505 
Markham & Company 2 ere 9: 
Roy T. H. Barnes & Co., Hartford. 495 505 
Hartford Steam Boiler 


Conning & Co., Hartford.......... 640 660 

Markham & Company............ 640 660 

Roy T. H. Barnes & Co., Hartford. 640 650 
National Fire 

Conning & Co., Hartford.......... 725 740 

Markham & Comp UNE So ide wia-dae- oe 720 735 


Roy T. H. tea Ce. Hartford. 725 735 
*Phoenix Insurance 


Roy T. H. Barnes & Co., Hartford . 505 515 

Conning & Co., Hartford.......... 505 515 

Markham & Company............ 505 515 

Curtis & Satiger, NooOY . ccc ccsccecce 500 510 
Travelers Insurance 

Conning & Co., Hartford.......... 1205 1215 

Markham & Co., Hartford......... 1205 1215 


Roy T. H. Barnes & Co., Hartford. 1200 1220 


NEW ENGLAND STOCKS 
American Investment Securities Co. 


Chas. A. Day & Co., Inc., Boston. . 84% 9 
Boston Casualty 
Chas, A. er & Co., Inc., Boston. . 16 25 
Boston Insurance 
Chas. A. Day & Co., Inc., Boston.. 460 460 
Capitol Fire Ins. Co. 
has. A. Day & Co., Inc., Boston: 
VA Re ait He 95 
ne key Hapa 280 
Columbian National Life Ins. Co. 
Chas. A. Day & Co., Inc., Boston. . 195 
Conveyancers Title Ins. Co. 
Chas. A. Day & Co., Inc., Boston. . 100 
Mass, Bond & Ind. Co. 
Chas. A. Day & Co., Inc., Boston. . 250 260 
Mass, Title Ins., pfd. 
Chas. A. Day & Co., Inc., Boston. . 45 55 
New Hampshire Fire 
Chas. A. Day & Co., Inc., Boston.... 340 360 
Old Colony Insurance 
Chas. A. Day & Co., Inc., Boston. . 265 
Providence Washington 
Chas. A. Day & Co., Inc., Boston. . 340 360 
Springfield Fire & Marine 
Chas. A. Day & Co., Inc., Boston. . 500 510 
United Life & Accident Insurance 
Chas. A. Day & Co., Inc., Boston. . 46 


Pennsylvania Commissioner Refuses 
Licenses 

Last Friday, State Insurance Commissioner 
of Pennsylvania Einar Barfod stated that the 
licenses of the Pittsburgh Fire Insurance Com- 
pany, Pittsburgh, and the Marquette Fire In- 
surance Company, Chicago, would continue to 
be suspended until certain conditions were met. 
The control of the Pittsburgh company is 
vested with the Marquette Company, the Com- 
missioner explained. 

The Marquette Fire Insurance Company 
$749,000 worth of its bonds held 


by the Pittsburgh company either with cash or 
other securities acceptable to the Insurance De- 
partment and to replace about $80,000, which 
Mr. Barfod claims the Marquette company 
paid for losses from the funds of the Pitts- 
burgh company. 
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INSURANCE CODE INTRODUCED 
District of Columbia Commissioner’s Bill 
Contains New Features 


WasuincTon, D. C., January 14.—A com- 
plete insurance code for the District of Co- 
lumbia was introduced in Congress to-day at 
the request of Superintendent of Insurance 
Thomas M. Baldwin by Representative Frank 
R. Reid of Illinois. The measure includes 
many features not contained in bills heretofore 
introduced. For this purpose the superintendent 
would be given the authority over rates and 
rating bureaus now enjoyed by the State insur- 
ance departments. Legislation covering the or- 
ganization and regulation of domestic stock 
companies is included for the first time. 





Hartford Insurance 


Stocks 


We specialize in Hartford Insur- 
ance Stocks and recommend the 
purchase of Aetna Life Insurance } 
Company at present prices. Analy- f 
sis of this Company sent on re- 
quest. ; 
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MARKHAM & COMPANY [| 


Insurance & Bank Stocks 


15 Lewis Street 
Hartford, Conn. 














A Ten-Year History of 









Insurance 


Stocks 


The growing popularity of 
Insurance Company stocks 
among conservative investors 
has emphasized the need of a 
comprehensive, authoritative 
review of the record of secur- 
ities of this type over a period 
of years. To fill this need, 
we have compiled statistics 











for twelve representative in- 
surance company stocks, cov- 












ering the ten-year period 
1917-1926 inclusive, and the 
results of our research are 
presented in readable, graph- 
ical form in a Folder just 
issued. 


Send for Folder “S20” 


CLINTON GILBERT 


2 Wall Street New York 
Telephone Rector. 4848 
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Our Agents Have 


A Wider Field— 
An Increased Opportunity Because We Have 


See nn Age Limits from 0 to 60. 

ns Gi §« Policies for substantial amounts (up to $5,000) for Children on a variety 
fr of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-Annual or Quarter- 
ly Premium plan. 

Participating and Non-Participating Policies. 





Same Rates for Males and Females. 


B. R. NUESKE, President 





Double Indemnity and Monthly Disability Income features for | | | 


of CHICAGO, ILL. 


The Company has its Home Office in its own building at 166 W. Jackson Blvd. running through aemeiead 
Quincy and Wells Street, right in the heart of Chicago’s Financial District. 

















Males and Females alike. ADAMS ST. 

Standard and Substandard Risk Contracts, i. e. less work for nothing. 4} Continental |5 Chicago ¥ 
C| Commercial | > toc Q 7 
We have openings in Ala., Ark., Dela., D. C., Fla., Ga., Ill., Ia., a Nat'l. Bk._| &|__Exchange rts 
Kans., Md., Mich., Minn., N. M., Okla., S. D., W. Va. alee ee mee x) OF 
Old ] Fed- Ilinois | 7/82 
Colonyf eral | ~ = 

THE OLD COLONY LIFE INSURANCE COMPANY = i]. 8) Mecha 
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Which Is The Lowest Cost Company? 


Perhaps no company can claim to have the Lowest 
Cost on all forms of policies at all ages and for all 
durations, but the net cost of our “SPECIAL FIVE” 
is very unusual. Compare our cost on this policy with 
that of Government Insurance or with that of the 
lowest cost company you know of. 


THE PREFERRED RISK $5,000.00 SPECIAL 


Ordinary Life, $5,000, Age 35, Premium $106.50— 
Dividend first year $17.25 (contingent upon 
payment of second premium). Net Cost first 
year $89.25 or $17.85 per thousand! HOW DOES 
THIS STRIKE YOU? IT IS GOING OVER BIG! 


PERFECTED ENDOWMENTS return the savings in ad- 
dition to the face of the policy at death. The forfeiture of the 
excess premiums over the ordinary life premiums is avoided 


CHILD’S ENDOWMENTS issued from Age One Week up, 
with Waiver of Premium Benefits, if the parent dies. 


REGULAR POLICIES ISSUED FROM AGE 10 YEARS UP. 
The improved GOLDEN RULE AGENT’S CONTRACT 


gives— VESTED RENEWALS 
UNRESTRICTED TERRITORY 
AUTOMATIC PROMOTION 


Everything any reasonable man could want is yours for the 
asking if you are the right kind of man. 


The Columbus Mutual Life Insurance Company 
580 E. Broad St. Columbus, Ohio 


C. W. Brandon, President 
D. E. Ball, Vice-Pres. and Sec. 











WE BELIEVE IN 
NON-MEDICAL SELECTION 


Experience is proving that in a restricted field 
of a favorable age range and for limited amounts 


. non-medical selection of risks is safe and profit= 


able. 

Its greatest value is to the agent. He can 
transact more business in a given length of time 
by the aid of the non-medical privilege. He 
does not suffer the loss that must occasionally 
come due to delay between the application and 
medical examination. In the rural field es- 
pecially, his work is made much easier. 

Where there is a direct saving in fees and in the 
reduced cost of Home Office operation through 
the use of non-medical selection, its greatest 
worth to the progressive company is its aid in 
speeding up service to the men in the field. 


nk uP()wra THE Qu NCOLN)) 
The Lincoln National Life 


Insurance Co. 
“Its Name Indicates Its Character” 
Lincoln Life Building, FORT WAYNE, IND. 
- More Than $460,000,000 in Force 
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Life Insurance Trusts 


By M. Apert Linton 


Vice-President, Provident Mutual Life Insurance Company, Philadelphia 


The motive that leads me to speak on this 
important subject of Life Insurance Trusts is 
my interest as a life insurance official in see- 
ing the greatest possible service rendered to the 
women and children for whose protection life 
insurance policies have been taken out. I think 
it is safe to say that the day has passed when 
the greatest protection is likely to be rendered 
if the settlement is a lump sum settlement. New 
life insurance estates are being created at the 
rate of over sixteen billion dollars each year. 
The total amount of life insurance outstand- 
ing at the end of this year will be about eighty 
billions. We are here to discuss the ways and 
means of insuring that these sums shall actu- 
ally furnish the protection they are destined to 
furnish. Both types of financial institutions, 
the life insurance companies and the trust com- 
panies, are involved. 


DEVELOPMENT OF INCOME IDEA 

During recent years, there has been a strik- 
ing development of the plan of having life in- 
surance proceeds provide a definite income for 
the family. One of the representative trust 
companies of the Mississippi Valley said, in 
one of its advertisements, “Your life insurance 
policy provides for a money payment on your 
death, but if you analyze the purposes for which 
you are paying for that policy, you will come 
to see that a money payment is not its real ob- 
ject. You carry insurance so that your 
dependents may be secured against loss of com- 
fort on your death; not that they may be paid 
a certain sum of money when your death oc- 
curs.” 

Your life underwriters have had men say to 
you, “I am not interested in life insurance.” 
Perhaps they are not. But they are interested 
in three square meals a day, in a comfortable 





_An_address before the American Bankers Associa- 
tion Fiduciary Conference. 


home in which to live, and in good clothes to 
wear. Fundamentally from the point of view 
of a man’s family, that is what life insurance 
is. 

All life underwriters should carry around 
with them a table by which they can show the 
income that will be purchased from a given 
sum of principal. For example, how many men 
know that at a fair rate of interest, $10,000 
will provide $100 a month and then will be 
gone, principal and interest, in about eleven 
years? Many people look upon $10,000 as a 
substantial sum. However, when it is trans- 
lated into terms of income, we all know how 
it shrinks. 

We face the problem, as life underwriters, of 
determining whether to suggest the options that 
are in our life insurance policies, or whether 
to suggest some other form of settlement, such 
as the trust service. Before we take up the 
subject of life insurance trusts I think it will 
be helpful to review briefly what the life in- 
surance companies are prepared to offer in the 
way of settlements under their policies. Then 
against that background we can see where the 
trust service should be given preference. 


Tue Proceeps AT INTEREST OPTION 

Almost without exception, the life insurance 
companies have in their policies what may be 
described as the “proceeds at interest option.” 
That is, if a man has a $10,000 policy, the $10,- 
000 may be left with the life insurance com- 
pany to be mingled with the company’s general 
funds, thus enabling the company to guarantee 
both the principal and a minimum amount of 
interest, either three or three and one-half per 
cent. The company pays excess interest over 
and above that, depending on what it earns. 
Many of the life insurance companies are pre- 
pared to hold the proceeds through two 
generations, say through the life of the widow 
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and children. At the death of the widow the 
fund will be divided into as many parts as 
there are children then living and the respec- 
tive parts may be held for the lifetime of 
each child and then be paid to its estate. 
Many of the companies give the privilege of 
withdrawal of all or a portion of the principal. 
They will permit of a limitation, allowing the 
widow to withdraw so much each year, up to a 
certain amount. They also permit the granting 
of the withdrawal privileg to a child when the 
child attains, say, twenty-five or thirty years 
of age. The interest may be paid in monthly 
installments. It is this option that may be com- 
pared most directly with the trust company 
service. 

By the way, I want to state at this point that 
when I use the words “trust company” or 
“trust service” I mean the service rendered by 
a trust company or by a national bank which 
has a trust department. 

The law of average, applied to investments, 
is something which appeals very strongly to 
many life insurance underwriters. Here is 
what it amounts to. A man leaves $100,000 in 
the hands of a life insurance company. The 
company may have, say, ten thousand separate 
investments. In essence therefore the $100,- 
000 is divided into ten thousand separate in- 
vestments of $10 each. The security is un- 
excelled. The interest is paid monthly to the 
widow without any need for her to look after 
troublesome details of income collection. 

Our manager of agencies once went into an 
agency and found there one of our medical 
examiners who had a matured policy coming due 
in a few days. The examiner had the annual 
statement of the company in his hands contain- 
ing the list of bonds owned by the company. 
He said to the manager of agencies, “Which 
one of those bonds ought I to buy?” The 
answer came back “Why don’t you buy the 
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whole list? Take out a single premium policy 
and get the spread which is involved in in- 
vesting in all of the bonds owned by the com- 
pany.” 

Taking into account the security, the inter- 
est rate being paid by the life insurance com- 
panies under. the interest option is not low. The 
arithmetical average of their rates of interest 
is 4.87 per cent. Life insurance figures are 
extremely helpful to the life insurance busi- 
ness because they are definite. The most defi- 
nite trust company figure I have seen is in the 
1924 report of the committee of the American 
Bankers Association, appointed to investigate 
the subject. They found that the then average 
net yield to the beneficiaries on investments se- 
lected by bank trustees was approximately five 
and one-half per cent. 

Personally, I believe that the rate of interest 
from the funds in the hands of trust institutions 
is likely to be greater than that under the 
life insurance option. I always feel like say- 
ing, when I am talking to trust men, that I 
believe it will help to establish confidence in 
their communities if they will make contact 
with their local insurance men and explain to 
them the investment policy of their institution. 
Show them the safeguards you maintain to pro- 
tect the funds that are intrusted to your care. 
This is important, because many people on the 
outside have the mistaken notion that the prob- 
ability of loss of funds, left in the hands: of a 
bank or trust company is substantial. 

As a matter of fact, of course, trust institu- 
tions are extremely careful in the matter of 








Unusual Opportunities 
For Live Agents 


with this old, reliable company. 


Modern contracts—Ordinary Life, 
20-Pay Savings, Term, Double In- 
demnity, Triple Indemnity, Dis- 
ability, Installment features, En- 
dowment at 65. 


Operates in 19 States. Assets over 
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Write today to 
Agency Department 
Monmouth, III. 
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safeguarding their funds. When they get 
$100,000 they do not put it all into one security. 
They diversify. They watch their investments 
through their officers and finance committee. 
They are quick to shift if they see trouble 
coming. When the funds are segregated—as 
they are in the trust company—there is always 
the possibility of a substantial increase in the 
value of some securities which would tend to 
offset any decline in others. You have the 
possibility of gain which you do not have when 
the funds are averaged over a large base, as 
they are in the life insurance company. The 
more our trust institutions impress upon their 
community the safeguards they throw around 
trust funds, the greater is going to be the spirit 
of co-operation that will be developed. 


THE INSTALLMENT OPTIONS 

The second type of life insurance option pro- 
vides installments for a limited period. It ap- 
pears in two different forms. The installment 
will be either a round sum such as $100 monthly 
for as long a time as the principal and interest 
will last; or else the installment will be paid 
for a definite period, say twenty years. The 
excess interest makes the periodical payments 
vary in amount when the period is fixed at the 
outset. The limited installments are useful, 
primarily, in providing a limited increased in- 
come, say during the educational period of a 
child; for example until the child is eighteen 
or twenty-two years of age. As stated above, 
$10,000 on a fair interest basis will provide 
$100 a month for about eleven years and then 
will all be gone, principal and interest. 

There is a third type of option, installments 
for life, where the beneficiary receives income 
for life with perhaps ten or twenty years’ pay- 
ments guaranteed. If she should die soon after 
the income started it would continue and take 
care of the children until their majority. The 
annuity principle is the life insurance com- 
panies’ unique contribution to the protection 
of the family. The annuity principle provides 
an income which the beneficiary cannot outlive. 
It is valuable in meeting certain contingencies. 

For the same premium, an income life insur- 
ance policy will provide about 40 per cent more 
each year than if the premium were paid for 
a lum sum policy, of which the proceeds were 
kept intact and invested to yield 5 per cent net. 
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Now that 40 per cent increase may mean a 
great deal to the widow. Personally, I am 
much more interested in providing adequate in- 
come for widows and minor children than I am 
in conserving principal to be spent by adults. 
I think we should frequently be ready to spend 
principal for the education of children rather 
than to cramp them in their preparation for 
their life work by saving up the funds for 
their later years. 

We hear a great deal about planning insur- 
ance programs. In planning such a program 
there should always be a certain amount of 
lump sum insurance to take care of the current 
needs when death occurs. There are always 
unpaid bills and frequently a mortgage. The 
lump sum insurance may be paid either to the 
wife or to the estate or to a trust company. 
Next I am in favor of a certain amount of in- 
come to be paid by the life insurance company 
during the lifetime of the wife. The life in- 
surance company’s guarantee of the income ap- 
peals to me as very valuable. Therefore what 
I shall discuss is the handling of the insurance 
which remains after these two provisions have 
been made. 


LIMITATIONS OF INSURANCE OPTIONS 

Before taking up the trust company service 
in detail, let us consider a few of the limitations 
of the insurance company’s service in handling 
the options. My lawyer friends point out to 
me that a life insurance company in administer- 
ing a settlement option is carrying out the terms 
of a contract and is not acting in the capacity 
of a trustee. There is a difference between 
these two functions. A trustee has the protec- 
tion of courts of equity. The life insurance 
company does not have the same protection. 
When difficulties of interpretation arise, the 
trustee can go to the court and say, “Here are 
two claimants for the money, what shall we 
do?” If the court issues an order to do thus 
and so, the trustee is protected. The life in- 
surance company is not in that happy position. 
If under its contract it pays to the wrong per- 
son, there is still the possibility that under some 
other jurisdiction the other person can also col- 
lect. Even if that extremity should not be 
reached, there is always the possibility of ex- 
pensive litigation that must be paid for by the 
company and of delay that is annoying to the 
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beneficiaries. On account of these difficulties 
life insurance companies should keep their set- 
tlements simple and unambiguous. The avoid- 
ance of complicated settlements will pay big 
dividends in the future satisfaction of bene- 
ficiaries and the saving of litigation costs. 

Unfortunately, life insurance agents in the 
field sometimes put pressure upon their home 
offices to undertake to carry out extremely com- 
plicated types of settlements. This is a mis- 
take. The tying up of insurance proceeds un- 
der ironclad settlements covering complicated 
contingencies extending a long time into the 
future is likely to be fraught with grave con- 
sequences for the beneficiaries. It will tend .to 
reflect upon the life insurance companies them- 
selves. Suppose, for example, a policyholder 
dies, leaving behind one of these ironclad set- 
tlements. A few years later the family may 
be in great need of a certain amount of prin- 
cipal to meet some emergency. But they can- 
not get it as it is tied up absolutely by an in- 
come settlement which must go on inflexibly 
to the bitter end. 

Now, who is going to be blamed for that sit- 
uation? Is the widow going to blame her dead 
husband? No, she is going to say, “You, life 
insurance company, should not have allowed 
this thing to happen. From your experience 
you shovld have known that an inflexible set- 
tlement was likely to cause hardship. You 
should have seen to it that a more flexible ar- 
rangement was made.” If the insured himself 
could return, he would be the first to recognize 
the error that had been made. As life insur- 
ance men, we have a great responsibility to 
our policyholders not to allow them to tie their 
funds up inflexibly under ironclad modes of 
settlement extending a long time into the future. 

The insurance company’s service naturally 
appeals to the life insurance man in the field, 
because the proceeding is relatively simple. It 
is frequently a part of the original canvass. 
Details are arranged in the insured’s office or 
in his home. There is no need to establish 
connection with a third party, such as the trust 
company. Everything is accomplished through 
channels the agent knows and is dealing with 
every day. Many agents are hesitant about go- 
ing into a bank or trust company and getting 
its co-operation. Nevertheless, this is what the 
up-to-date life underwriter must be prepared 
to do if he hopes to write large lines of insur- 
ance. 


THE SERVICE OF Fipucrtary INSTITUTIONS 

Against this background, let us now discuss 
the details of the life insurance trust. In the 
first place, how does the life insurance money 
get into the hands of the trust company? There 
are two ways. Either the trust company can 
receive the proceeds as beneficiary or assignee 
under the policy, or it can receive the proceeds 
as executor and trustee under the insured’s will, 
the policies having been made payable to his 
estate. The first method we shall call the in- 
surance trust method. The second, the estate 
method. 

Whatever may have been the case in years 
gone by, all life underwriters probably now 
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realize that the estate method is not the better 
way to get the money into the hands of the 
trustee. In the first place, that method involves 
court costs, legal fees and all the charges that 
go with the settling up of the estate. There 
is the delay because the insurance money is tied 
up in the estate. It cannot go over any sooner 
than any other part of the estate. The prin- 
cipal is not included in the $40,000 life insur- 
ance exemption for Federal estate tax purposes. 
It is also subject to the State inheritance tax. 
There is a possibility of contest by those inter- 
ested in the will. Even claims that are fraudu- 
lent can tie up an estate indefinitely. Here is 
a case taken from the experience of a large 
Eastern trust company which well illustrates 
what I am talking about: 

“A named the X Trust Company the executor 
of his will. The estate amounted to approxi- 
mately $400,000, including $100,000 of life in- 
surance made payable to the estate. Soon after 
the death of A, suit was entered aaginst the 
estate, charging fraud on the part of A grow- 
ing out of certain contracts. The matter has 
been in litigation about two years. It is prob- 
able that the estate will be wiped out in the 
event that A’s executor is unsuccessful. The 
life underwriter failed in his job. If A had 
created a life insurance trust, his wife and 
two kiddies would at least be enjoying the in- 
come from the $100,000 of life insurance. As 
the matter now stands, they have not had a dol- 
lar of income since the death of A.” 

Wherever you find life insurance payable to 
the estate, you should regard it as a danger 
signal. Always examine the circumstances to 
see whether that method of payment is proper. 

The advantages of the insurance trust method, 
that is—where the trust institution is made 
either the beneficiary or the assignee under the 
policy, are many. In the first place, the ex- 
penses are prearranged and you know what it 
is going to cost. There are no indeterminate 
court costs. There is no delay in the passage 
of the money to the trust company. Hence it 
begins immediately to earn an income for the 
beneficiaries. The trust companies know that 
the insurance trust business is the cleanest kind 
of business they have, because it is paid to 
them promptly and in cash. The insurance 
thus paid is exempt from State inheritance 
taxes in most States and is also exempt, up to 
$40,000, from the Federal estate tax. The will 
contest also is avoided. 


CREATION OF THE TRUST 


How is an insurance trust created? First, 
there is the trust deed which is prepared with 
the help of the insured’s legal adviser or with 
the help of the trust company or with the help 
of the legal adviser and the trust company co- 
operating. It is not a complicated matter. The 
policy is made payable to the trust company 
either through the beneficiary clause or by as- 
signment. The right to change the beneficiary 
or the assignee may be reserved. This is im- 
portant if the insured desires to have the privi- 
lege of altering the settlement in the future. 
The policies may or may not be deposited with 
the trustee. It is possible to arrange with the 
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insurance company through the beneficiary 
clause or the assignment paper, so that the in- 
sured shall retain the right to receive dividends 
under the policy, to obtain loans or to surrender 
the contract without having to revoke or change 
the trust deed. Flexibility best meets the needs 
of the insured and his family in the great 
majority of these trust arrangements. 

We now come to the most important differ- 
ence between the functions of the trust com- 
pany and the life insurance company in the 
handling of the policy proceeds. The differ- 
ence consists in the fact that the trustee may 
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ANNOUNCEMENT ! 


An Old Line Life Insurance Company chartered in NEW YORK is 
now prepared to accept applications for GENERAL AGENCIES in 
New York State outside the Metropolitan territory. 


LIBERAL CONTRACT—EXCLUSIVE TERRITORY 


Only men with a good record for personal production and the ability 
to organize an agency will be considered. 


Address Box 15 
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be given the power to use its discretion in 
administering the funds to meet the various 
contingencies that will be encountered. The in- 
sured will not be there himself to exercise his 
own judgment. Therefore he does the next 
best thing by selecting a trustee to stand in his 
stead. The trust company is always on the job. 
It never goes on vacation. It never dies. By 
appointing it to administer the policy proceeds 
he provides for his family not only money but 
expert money management. 


EpuUCATIONAL CONTINGENCIES 


What are the sundry contingencies that are 
likely to arise in the case of the average man? 
In the first place, the education of children 
provides contingencies that will be satisfactorily 
met by giving the trust company discretionary 
powers. 

As I look at my boy, eleven years old, I do 
not know whether he is going to be able to 
make the grade at college. He may get in but 
he may flunk out in his freshman mid-years. 
If I should leave his educational funds tied up 
so that say at eighteen he was to begin to re- 
ceive a certain sum every year for four years, 
it might not meet the situation at all. Should 
he flunk out, wisdom would probably advise a 
conservation of the principal for his later use. 
If a trust company is on the job it can do that 
very thing. I believe this arrangement is bet- 
ter than having the funds tied up inflexibly, so 
that the educational payments will be made 
without regard to whether or not they will do 
what they were intended to do. 

Then again, take the question of inflation. 
Suppose a man had made an inflexible educa- 
tional arrangement prior to his death, say in 
1913. At the time of his death he had a son 
four years old. The son is now about ready 
to enter college. The educational arrangement 
provided $500 a year for four years, commenc- 
ing in the fall of 1927. What has happened to 
the value of the dollar since 1913? It has depre- 
ciated so that $500 a year will not be sufficient 
at the present time. The inflexible arrange- 
ment made years ago will not meet the needs 
of that boy to-day. Think how different the 
situation would be if a trust company had been 
given the power to administer the estate and 
to use its discretion in applying a part of the 
principal when necessary. The trust service is 
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a valuable aid in solving the problems that arise 
out of changes in the purchasing power of the 
dollar. It is difficult to say that a level pay- 
ment to anybody years hence, is going to be 
adequate, because of this very thing which no 
one can foresee. 


OTHER CONTINGENCIES 

Another contingency is the care of the widow. 
The trust company can assist her in the sale of 
her home or the purchase of another home, if 
that should be advisable. The reduced income 
after her husband’s death may not be sufficient 
to enable her to live in the old residence. Sound 
business advice may be of great value to her. 
The contact of a widow with the officers of a 
well managed trust company may be very bene- 
ficial. You cannot be around a trust company 
very long without realizing that it is rendering 
a valuable service in giving advice to people 
whose protectors have been taken away. The 
widow learns to come in for advice on business 
matters other than those arising out of the 
trust. Her children also may get into the habit 
of turning to business men for sound advice 
on business problems. The emergency created 
by sudden illness or prolonged physical disabil- 
ity may need the application of some of the 
principal. This can be arranged under the trust 
settlement. 

Again, you can create a fund, which, at the 
discretion of the trustee, can be used to estab- 
lish a son in business, or to enable him to buy 
a share in another business if that is the wise 
thing to do. You can arrange for the principal 
to be used for the benefit of a daughter for 
whom you would like to purchase a home at 
the time of her marriage. The administration 
of the funds by a trust company may be a valu- 
able service for the daughter should she marry 
a man whose business judgment is not of the 
best. In the case of inheritance tax payments 
or the paying off of a mortgage, the handling 
of the necessary funds by the trust company 
insures that the payments will be properly 
made and that the legal technicalities will be 
observed. 

I think it is safe to say that the unforeseen 
contingency is likely to be the important one. 
Some one should be on hand to cope with it in 
the light of actual conditions. The trust com- 
pany fulfills the requirement. 

(Continued on page 36) 
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Juvenile Insurance 


(Joseph Budlinger, Assistant Actuary of the Franklin Life Insurance Company, in the 
Franklin Field) 


Much of the misunderstanding and confusion 
on these policies is due, perhaps, to the fact 
that they are frequently considered as insurance 
for children; whereas they are insurance on 
-children. 

The juvenile 15-year endowment policy on 
the life of a child 5 years old is just like a 15- 
year endowment policy on the life of a per- 
son 15 or 20 years old, except that the amount 
payable at death is graded according to age 
and is less than $1000 if death occurs before 
age 10 and also except that the purchaser of 
the policy, generally the child’s parent or guar- 
dian, has control of the policy until the child 
becomes 21 years of age. 


In addition to these differences, the juvenile 
policies may be issued with a choice of three 
provisions waiving all premium payments if 
the purchaser, generally the parent or guardian, 
becomes (a) totally disabled, (b) dies, (c) 
‘totally disabled or dies. 

Doubtless there are cases where 20-payment 
life policies on the lives of children are desir- 
able, although I cannot imagine very many of 
them, but it seems to me that the juvenile en- 
dowment policy, with payor insurance, issued 
to mature when the child is ready for college, 
is an ideal way to finance an educational pro- 
gram. 

You have probably noticed the change in the 
trend of life insurance advertising and sales 
argument. A few years ago they emphasized 
the need of providing for one’s family, one’s 
dependents, after death. The thought of dying, 
always disagreeable, wrapped a wet blanket 
around the argument and often chilled it to 
death. 


Then old age hobbled in on the scene and 
into the spotlight of sales effort. Every man 
is concerned with what his financial condition 
will be after he has “retired” and long term 
endowments, insurance annuity contracts, etc., 
were found to be surprisingly attractive to 
those who seriously considered the future. In 
ever so many cases life insurance has become 
old age insurance and as such has become 
decidedly more popular. 


Although providing for old age is more 
agreeable than providing for death, it means 
a sacrifice of some of the good things of the 
actual present for those of the distant and in- 
definite future and the appeal of life and old 
age insurance must compete with the temptation 
to enjoy the good things of the present, such 
as automobiles and fur coats. Now if we can 
show where life insurance offers an immediate 
and present satisfaction as does a radio set, 
for example, we shall strengthen our appeal 
immensely and shall have swung the emphasis 
of our argument from death and the future 
to life and the present. For this purpose the 
juvenile policy is probably the best contract 
we have. 
immense 


normal man derives an 


Every 


amount of happiness and satisfaction from his 
children and is determined to give them an edu- 
cation. This very determination is a pleasure 
to him, but no determination is strong enough 
to avoid worry over the possible interference 
of disability with its consequent loss of earning 
power or death. But juvenile endowment poli- 
cies maturing when the children are ready for 
college will do just that. They will lift his 
plans above the uncertainty of life and health 
and place them in the rare company of those 
things which are as sure and certain as it is 
humanly possible to be. 

The finest thing he will derive from the edu- 
cation of his children is the satisfaction of hav- 
ing provided it for them. By adjusting his 
financial program to meet the premium pay- 
ments on their policies his plans become crystal- 
lized and his determination accomplished. 
Right here and now, to-day, these juvenile en- 
dowment policies will give him the satisfac- 
tion of education provided for, ambitions at- 
tained, and hopes realized. The juvenile pol- 
icy reaches out into the future and brings to 
the present the pleasurable satisfaction of a 
splendid accomplishment. : 

I have often thought how easy it would be 
to sell endowment policies’ if we could sell 
them turned around, that is, if the policy ma- 
tured as soon as it was issued with the pre- 
miums payable throughout the 20 years. Of 
course, this would be a practical impossibility, 
but if it were not it would be easier to sell 
endowment policies than anything else be- 
cause they would satisfy the demands of the 
immediate present. As stated above, I think 
the juvenile endowment policies for educational 
purposes are more nearly like endowment poli- 
cies which mature as soon as they are bought 
than any other type of life insurance policy, 
because the buyer reaps the immediate satisfac- 
tion of knowing that he has provided for his 
child’s education with unquestionable cer- 
tainty. 


An Interesting Record 

James Teeters, a salesman of the Bankers 
Life Company, Des Moines, working through 
the Elbert Storer agency at Indianapolis, has 
maintained a complete record of his work over 
the four-year period in which he has been asso- 
ciated with the Storer agency. 

His records show that during 1926 he made 
144 sales, each sale being worth $44.26. Two 
hundred and eighty-five days were spent work- 
ing, and each one of those days had a value of 
$22.36. Each hour spent in the field was worth 
$3.45. Hours spent in the office reduced the 
value of each hour to $2.47. He made 1488 
calls and found that each call was worth $4.30. 
Sixteen dollars and seventy cents is the value 
placed by Mr. Teeters on each of the 382 in- 
terviews made by him in 1926. 
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SECTION 


ESSAY WINNERS 





Thrift Committee Announces 
Selections 





EARLE H. BRAILEY FIRST 





Originality of Thought Wins for Man- 
chester Agent 

The winner in the nation-wide thrift essay 
contest, conducted by the joint thrift commis- 
sion of the National Association of Life Un- 
derwriters in connection with thrift week— 
January 17 to 23, has been decided. 

The essay of Earle W. Brailey, Equitable 
Life Assurance Society, in Manchester, N. H., 
was judged the best by an award committee of 
life insurance presidents, headed by Haley 
Fiske, president, Metropolitan Life. Mr. 
Brailey received the first prize of $50. A com- 
mittee of newspaper men, headed by Clarence 
Axman, editor, The Eastern Underwriter, also 
reviewed the essays. 

In awarding the prizes prime consideration 
was given to originality of thought, clearness 
of expression and appeal rather than simply 
literary ability. R. Wyman Gleason, The Pru- 
dential in Boston, was selected by the judges 
as the winner of the second prize, which was 
$25. 

Ten other contestants received honorable 
mention prizes of Schaeffer fountain pen desk 
sets. They were: Mary C. Phillips, Mutual 
Life in Richmond; Charles M. Carter, Equi- 
table Life Assurance Society in Erie; Addie 
A. Rowell, Peoria Life in Peoria; Leon C. 
Rice, Equitable Life of Iowa in Hutchinson, 
Kansas; William E. Russell, International Life 
in Phoenix; Lewis Wilson, Bank Savings Life 
in Topeka, Kan.; R. G. Jones, New World 
Life in Spokane; Joseph A. Lanigan, Mutual 
Life in Providence; F. C. Williams, New Eng- 
land Mutual Life in Lincoln, Neb., and Wil- 
liam C. Shuff, Royal Union Life in Altoona. 


THe Prize WINNING Essays 
Giving an interesting sales presentation of 
thrift through life insurance by comparison, 
Mr. Bailey’s essay reads: “If you live a given 
term, deposit regularly and do not withdraw 
deposits prematurely, one plan of saving will 
serve as well as another. Such a plan may be 
featured in a diagram like this, horizontal lines 
representing annual deposits: 

1929 
1928 to 

1927 —_— 





ESTATE 
SAVED 





3 , ’ 

“Life insurance is the converse of this plan. 
By contract your savings estate is created and 
established at once. Forthwith you pay for it 
on the installment plan. The diagram looks 
like this: 
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under the first plan on account of total and 
permanent disability, all you have is the amount 
of your deposits plus accumulated interest. If 
you do not live to make deposits for the full 
term indicated, you can leave your beneficiary 
only the sum of your deposits up to that time 
plus interest.” 

“Under the second plan, the life insurance 
contract will provide for a continuation of the 
deposit together with a payment monthly to 
you of an income equal to 1 per cent of the cre- 
ated life insurance estate throughout a period 
of total and permanent disability with guaran- 
tee of full payment of the face of the contract 
at maturity. Furthermore, if you do not live 
to the maturity of the policy, your beneficiary 
will receive the full amount of the estate you 
are now creating by contract.” 


Tue Roap to INDEPENDENCE 


The title of the second prize winning essay 
by Mr. Gleason is the “Road to Independence.” 
It follows: 

There are two rails on the road to independ- 
ence, securely bound by ties of thrift. One of 
these rails is life insurance. The other is sav- 
ings, in all its many forms. 

To make progress on your journey, you must 
so balance your load that half the weight falls 
on one rail and half on the other. 

The savings provide ready cash for emer- 
gencies and, if you survive, an income for old 
age. 
The life insurance provides an income for 
your family in case you die, or an income for 
you, in case total disability deprives you of 
your job, or, in case you survive, an additional 
income for old age. 

So long as your foundation ties are thrift, 
thrift will bind your rails secure. Whether 
you die, whether you become disabled or 
whether you live to a ripe old age, your jour- 
ney will be smooth. You cannot be derailed. 

But abandon thrift and your rails will spread 
and warp, and your road to independence will 
crumble and be lost. 


PrizEs FOR SLOGANS SUBMITTED 


The thrift committee during the course of the 
past few months has received thrift slogans 
from many life insurance men interested in the 
movement. This phase of the work was under 
the supervision of Edward A. Woods of Pitts- 
burgh. There was so much ingenuity and ap- 
peal expressed in these slogans that the commit- 
tee felt justified in giving two prizes for the 
best two although they were not submitted in 
a competitive spirit in hopes of winning a prize. 

The two following have Leen selected as win- 
ners of a Schaeffer fountain pen desk set: M. 
Malkan, Equitable Assurance Society in Seat- 
tle, with the slogan, “Life Insurance Provides 
for Dependents and Independence” and Jimmie, 
the office boy of the Prairie Life of Omaha, 
with the slogan, “Life Insurance Like False 
Teeth, Fills Many Hungry Mouths.” 


Connecticut Mutual’s Deposit Plan 


Policyholders of the Connecticut Mutual 
Life, of Hartford, who pay premiums annually, 
now have the privilege of making deposits to- 
ward such premiums at any time during the 
year, the minimum deposit being $10. 





Life Insurance Trusts 
(Continued from page 34) 
UNIFICATION 

Another great advantage of the insurance 
trust settlement is that you can unify the ad- 
ministration of the insurance proceeds with 
that of the rest of the deed. If there are poli- 
cies in several life insurance companies, all of 
the policies may be made payable to the trust 
company and all of the proceeds administered 
under one trust deed—a real advantage. Those 
of you in the life insurance business who have 
tried to work out a comprehensive program for 
a man with a number of policies in several 
companies, have sat up at nights and tried your 
patience, attempting to make everything dove- 
tail property. How much simpler to make all 
of the policies payable to the trust company s9 
that the details can be handled through one 

trust deed. 


EXAMPLE OF Trust DEED 

It may be helpful by way of illustration if I 
run over the features of my own trust deed. 
First of all I would say that I have a certain 
amount of monthly income insurance providing 
an income to my wife as long as she shall live, 
with twenty years’ payments guaranteed. The 
balance of the insurance is payable to a trust 
company. 

In the first paragraph of the trust deed defi- 
nite policies are enumerated. There is no liabil- 
ity on the trust company to pay the premiums. 
These are to be paid by the insured. A speci- 
fied sum is set aside for my parents, wife and 
children successively. Interest only is payable 
to them. The principal is finally to be distrib- 
uted among definitely named educational insti- 
tutions. The balance of the insurance money 
is to be held for the benefit of my wife so that 
she will receive the interest for life. The right 
is given to her to withdraw a certain amount 
of principal each year, with an upper limit on 
the aggregate of all withdrawals. The trustee 
also is given the power, at its discretion, to pay 
out principal up to a certain amount each year 
for the proper maintenance of the family. 

At the death of my wife or at my death 1f 
she be not living, the trust is to be divided into 
equal shares for the benefit of the children who 
receive the interest. The trustee is given the 
right in its discretion to pay out principal up 
to a certain amount each year for the proper 
maintenance or health of the children. 

At age thirty, upon written request of a 
chiid, the trustee shall pay to the child a cer- 
tain amount of principal. 

If no request shall be made, the entire prin- 
cipal shall remain in the hands of the trustee. 
At thirty-five the unwithdrawn principal shall 
be paid over to the child, if the trustee believes 
it would be to the best interest of the child to 
do so; otherwise the principal shall be held 
and interest only paid. A contingency in which 
it would be well to hold the principal would be 
that of physical disability. There is a provi- 
sion for children who might be born after the 
date of the agreement. They are to receive 
their share of principal at age twenty-one. Simi- 
lar power is given to the trustee to apply prin- 
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cipal if necessary for their maintenance, educa- 
tion and health. Children of deceased children 
are to receive their parents’ share. Any un- 
paid principal finally remaining is to be paid 
to certain educational institutions. Provision 
is made that the payments shall not be pledged 
for debts or otherwise (spendthrift trust pro- 
vision). 

There is a removal of restrictions as to in- 
vestments, so that the trustee may invest in 
other than legal investments. Whether or not 
this provision should be inserted must be deter- 
mined in the light of the circumstances exist- 
ing in any given case. Right is reserved to the 
maker of the deed to add other policies, to 
change the beneficiary, to alter or amend the 
deed with the consent of the trust company or 
to revoke it altogether. Then there is a para- 
graph specifying what commission shall be paid 
to the trust company. 


Tue BENEFICIARY CLAUSE 

The policies are made payable to the trust 
company by a change of beneficiary clause read- 
ing as follows: 

The beneficiary under Policy No. , is- 
sued by Provident Mutual Life Insurance Com- 
pany of Philadelphia upon the life of 
(herein called insured) is hereby changed to 
the ————— Trust Company, trustee under 
deed of insured dated , expressly re- 
serving to the insured by his own act alone 
without the joinder of any person or party, 
full right and authority (a) to further change 
and successively change the beneficiary, sub- 
ject to the provisions of said policy, (b) to 
receive and receipt for any and all distributive 
shares of surplus which may be from time to 
time allotted and set apart of said policy, and 
(c) to obtain and secure from said insurance 
company such advances or loans on accoount 
of said policy as may be available from time 
to time. Provident Mutual Life Insurance 
Company of Philadelphia is hereby expressly 
relieved from any obligation or responsibility 
to see to the execution of the trust aforesaid 
or application of any moneys thereunder. 

A will has been made appointing the same 
trust company to handle my estate other than 
life insurance. This will also appoint my 
wife guardian of my children during their 
minority. At her death the trust company 
takes her place as guardian. The will and 
trust deed therefore dovetail together and sup- 
plement each other. 

This insurance trust arrangement is a rela- 
tively simple one. However, its existence 
makes me feel that through it I am more likely 
to provide satisfactory protection for my fam- 
ily than if I had attmpted to tie up all of my 
insurance under a life insurance optional meth- 
od of settlement. 





HarMONIzING Trust DEED AND INSURANCE 
- PoLicy 

There is one other matter I want to men- 

tion because there are so many trust men here. 

Should the insurance company ask to see the 

trust deed? Some companies do ask to see the 

trust deed and some companies do not. What 
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The Sales Experiences of Hugh Jones: 


Hugh Jones started selling when a mere 
boy. He sold newspapers and through a 
vigorous shouting of his wares had been suc- 
cessful—more successful in fact than his 
competitors. 


Hugh decided that he was a “NATURAL 
BORN SALESMAN” and after a few years 
he took up door to door selling for a 
specialty house. He did well but not as well 
as he had a right to expect judging from his 
previous selling success. 


Then he drifted into selling automobiles 
but again his sales efforts were disappoint- 
ing. He gave this up in disgust to take up 
Life Insurance work, hoping that here would 
be his forte. 


In this he did not even come near being 
high man in his office. Something was wrong 
—radically wrong with Hugh. “Hugh, my 
boy,” said he one day, “something is wrong, 
not with the job, but with you.” 


With Hugh, discovery of this kind meant 
action and he started to analyze himself. 
He couldn’t understand it until one lucky 
day he read an advertisement of training in 
Scientific Salesmanship—written and ar- 
ranged for just such cases as his. Of course 
he grasped the opportunity. 


Hugh expected the work to be dry and 
impractical. Soon he was disallusioned. He 
found it exceedingly interesting—very prac- 
tical and very sensible—common sense train- 
ing. 

He soon saw why he had been losing out. 
His study pointed out his errors—errors as 
prominent as the nose on his face and he had 
some nose. 


Hugh’s closures became easier, his com- 
missions mounted and he regained his con- 
fidence himself, Previous to his training 
he averaged about $30.00 a week. They soon 
reached $50.00 then $75.00 and within a few 
months touched $100.00 a week. 


Hugh early earned membership in the 
exclusive Hundred Thousand Club. Still his 
closures continued to mount. Now Hugh 
always keeps his sales instruction papers 
close by ready for reference when a sales 
problem presents. 


Profit, dear reader, from the Sales Experi- 
ences of Hugh. You can simplify your clos- 
ures and double and triple your commissions. 
Merely use the coupon—make us show you 
how. 


Franklin Institute, 
Dept. F 709 


Rush 


Rochester, N. Y. 


to me pointers on HOW TO 


DOUBLE MY COMMISSIONS—Send me 
your free book “Scientific Salesmanship Sim- 
plified.” It is understood I am under no 
obligation whatever. 






a 


is the theory upon which the two groups oper- 
ate? 

Those companies which ask to see the trust 
deed do so to make sure that there is no con- 
flict between the terms of the trust deed and 
the terms of the policy. 


The vice-president and general counsel of 
our company tells me that in many sections of 
the country where insurance trusts are rela- 
tively new, trust deeds will frequently be drawn 
with provisions which are inconsistent with the 
terms of the policy. Deeds sometimes contain 
words of assignment which are not in keeping 
with the real intent of the parties. If a policy 
is on the endowment form, there may be no 
clear provision as to what shall be done if the 
policy becomes payable by the maturity of the 
endowment. When the insurance company can 
go over the trust deed, it can make sure that 








OPPORTUNITY 


Your chance is here right now to get 
in on a direct Home Office contract with a 
Company that’s on the go. 

We have increased our business nearly 
100% each year since 1917 (except for 
one year) bespeaking life in the organiza- 
tion, an excellence of its policies and un- 
failing service to policyholders. 

Our Company is doing business in 
Michigan, Indiana, Illinois, Missouri, 
Kansas, Pennsylvania and California and 
has many good openings for men of 
character. 

Specialized disability protection for 
business and professional people and 
other A, B, and C risks, with a separate 
department for Educational folk and 
Nurses. 

We are not interested in ‘‘shifters” but 
if you want a permanent connection, like 
112 of our representatives now have, 
write to the Agency Department with 
full particulars in first letter. 


INCOME GUARANTY COMPANY 
(Stock Company) 


SOUTH BEND INDIANA 


Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 


$4,109,147.01 on Deposit with the 
Indiana insurance Department 


$430,902.53 Surplus Protection to 
Policyholders 


$43,000,000.0u 


NEW STANWARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS. 


insurance in_ force 


TERRITORY OPEN IN 


INDIANA, OHIO, ILLINOIS, MICHIGAN 
ARKANSAS, TENNESSEE, TEXAS AND 


A few top notch contracts to Insurance 
Producers with experience, character and 
ability. Address the Company. 














A Firm Foundation 


With more than three-quarters of a 
century of success and achievement back 
of it, the Massachusetts Mutual is in a 
position to progress along lines that have 
been thoroughly tested. 

This position is made more desirable 
because of the maintenance of principles 
and practices of high character which 
have molded the three divisions of the 
Company—Home Office, Field Force, 
and Policyholders—into an organization 
whose reputation for stability and fair 
dealing is universal. 


JOSEPH C. BEHAN, 
Superintendent of Agencies 


~ MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 


Organized 1851 











North American 
National Life 
Insurance 


Co. 


Nashville, Tennessee 





Under new management this 
company is making rapid prog- 
ress and is in position to offer 
liberal General Agency Con- 
tracts. Our Disability Clause is 


a wonderful sales closer. 


Address for further informa- 


tion: 


Chas. M. McCabe, President 
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LIFE 


the trust deed and the insurance policy do dove- 
tail. 

The insurance companies that do not ask to 
see the trust deed take the position that the 
business of the insurance company is to issue 
life insurance policies, and that it is the duty 
of the insured’s lawyer or trust company to 
provide a proper deed. The insurance company 
should not take any responsibility for the deed. 
To ask to see the deed may give the impression 
that the insurance company is prying into 
things that do not concern it. 


AN UNFORTUNATE EXAMPLE 

We had a case in a town of about one hun- 
dred thousand inhabitants, where a trust deed 
was prepared for a man who was going away 
on a trip. When we asked to see the trust deed 
the request was refused on the ground. that the 
time was too short. Accordingly it was exe- 
cuted and irrevocable assignments, making the 
policies payable to the trust company, were 
lodged with us to apply to outstanding policies. 
Later it was discovered that there were some 
things in the deed which were not intended. 
The difficulties are obvious. In cases where 
the request to see the trust deed is refused, we 
ask for a letter signed by one of the officials 
of the trust institution, giving the following 
facts: Date of the deed; names of parties 
executing it; whether the insured has reserved 
the right to revoke or change the beneficiary 
in the policy, to collect dividends, to obtain 
advances or loans on the policies. If the pol- 
icy is an endowment contract, we ask whether 


THE SPECTATOR 


Thursday 


INSURANCE EDUCATIONAL SECTION 


the trust is to be applied at maturity as well 
as at death. Our whole purpose in taking the 
trouble to find out these facts is to make sure 
that everything will move along smoothly so 
that the beneficiaries under the policies may 
receive the protection which they were intended 
to receive. 


Trust COMPANIES AND BusINEsS INSURANCE 
I do want to say a word about trust service 
in connection with business insurance. It is 
an important and ever-increasing service. An 
excellent concrete example is the case described 
by Milton Woodward in the May, 1926, issue 
of Life Association News, published by the 
National Association of Life Underwriters. 

A closed corporation of three men was 
engaged in the advertising business. Each man 
owned one-third of the stock. Each ran a 
special department, the success of which de- 
pended upon his personal efforts. In the event 
of death of one of the partners, it would be 
desirable for his business to be bought out 
rather than to have his place taken by his 
widow or by the representative of his estate. 

Each party endorsed his stock and delivered 
it to the trust company, receiving back a 
trustee’s certificate with voting right. Each 
man agreed to sell his stock to the survivors 
and the trustee was empowered to effect such 
transfer. Upon death each party agreed to 
sell his stock to the survivors at a given price 
per share, payable within sixty days after his 
death, to the trust company, trustee. The stock 
remains with the trustee until payment is made. 


The survivors agree to buy at a given rate per 
share. If payment is not made within sixty 
days, the trustee may sell the stock free of the 
agreement. If less than the stated amount per 
share is realized, the survivors agree to make 
up any deficiency. Each year the parties sub- 
mit a price to govern for the ensuing year. The 
price last named shall govern if they fail to 
submit a new one. 

A and B obtain and pay the premium on in- 
surance on the life of C, to buy out C’s inter- 
est. Likewise for the others. At the death of 
one, the other two may continue the arrange- 
ment between themselves if they desire. If they 
decide to terminate it, they may cancel the re- 
maining policies and one-half of the cash sur- 
render value of each policy goes to the deced- 
ent’s estate. Each survivor gets one-half of 
the cash surrender value of the policy on the 
life of the other. If the agreement is continued, 
they pay the proportionate cash value to the 
estate. The agreement can also be terminated 
by all three, if desired. 

If one of the three dies, the trustee calls in 
his trust certificate. Each party retains one 
share as a qualifying share, but such share is 
also bound by the agent and may be called in 
at death. Special arrangements are made for 
possible issue of new stock. Also there is 
special provision for the withdrawal of a part- 
ner, remaining members having a thirty-day 
option at the upset price. If exercised, method 
of payment is specified. The agreement is 
binding upon the heirs, the executors, etc., of 
all parties. 











A Foundation 


N BUILDING a fine, lasting structure, one looks to 
the foundation first. For a successful life insur- 
ance structure the foundation is financial strength. 


AMERICAN 








The Guardian, today, ranks as one of the strongest 

of the financially strong companies, due to its con- 

a maintained policy of progressive conserva- 
sm. 


Backed by its great financial strength, The Guar- 
dian has enjoyed an unusual growth in these past 
several years. New paid business in 1925 showed an 
increase of nearly 50 per cent over 1924, and again this 
year, the trend is upward. | 


Knowing that the growth of the Company and that 
of its fieldmen are interdependent, The Guardian 
offers a practical plan of Home Office co-operation 
which insures the greater success of its agents. 
complete and original training course is provided. A 
Prospect Bureau that develops genuine dollar-and- 
cents prospects is maintained on a basis that affords 
the fieldman upwards of 400 percent profit on the 
commissions derived from this source. Modern 
methods of advertising, serving both the prospect and 
the policyholder, create and hold good-will. To men 
of the right calibre, The Guardian offers the founda- 
tion for a successful career. 


,T. LOUIS HANSEN. Vice"President 


THE GUARDIAN LIFE INSURANCE 
COMPANY OF AMERICA 


Founded 1860 under the Laws of the Statefof New} York 
50 UNION SQUARE, NEW YORK 
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LIFE 


Insurance Co. 
INDIANAPOLIS 





Established 1899 





HERBERT M. WOOLLEN 


PRESIDENT 








